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General, Seattle, 
Denies Making 
Big Line Deal 


Rumor in New York That It Was 
Member of Three Company 
Combine 


POCKWITZ OPENS IN N. Y. 
Activities of Coast Insurance Man 


Are Attracting Considerable 
Attention Here 








The Leo Pockwitz Co. of San Francis- 
co has opened offices in New York City 
at 84 William street. 

Behind this little announcement there 
has come a flock of rumors which have 
made a great stir on the street among 
those who have to do with brokerage 
service departments, most of the talk 
being based on rumors as to the plac- 
ing abilities of the Pockwitz office. The 
principal rumor has been to the effect 
that the Leo Pockwitz Co. is swinging 
the brokerage facilities of three insur- 
ance companies. 

Plans Still on Tapis 

The Eastern Underwriter looked into 
the situation and was informed that it 
is premature to discuss the plans of the 
office as all arrangements have not been 
made yet. Manager Hellriegel, New 
York representative of the Pockwitz 
concern, did not care to disclose his hand 
and declared that he was not responsi- 
ble for rumors current on the street about 
the large writing power of the office. He 
said Mr. Pockwitz would be here in a 
few days. 

A rumor that there was a representa- 
tion tie-up between the Pockwitz office 
and the General of Seattle was somewhat 
foggy, in view of the fact that the Gen- 
eral is represented here by the Central 
Fire Office, which also has reinsurance 
facilities. The Eastern Underwriter 
wired President H. K. Dent of the Gen- 
eral asking him for some light on the 


Situation. He wired that the General is 
hot contemplating extension or altera- 
tion of its present practice which is to 
: writings to preferred classes 
nly. 

“We are writing only lines commen- 
surate with character of risk. In fact, 
we are energetically tightening up our 
Underwriting and will not tolerate rote 
omg or substandard forms,” said Mr. 

ent. 

Asked if his company were tied up 
with two other companies in offering 
large writing facilities through such a 
Combination he denied it. 

ockwitz is a well-known Coast insur- 
ance broker. Hellriegel was formerly 
with Curtis, Hellriezel & Pereyra, Inc., 
New York City, and before that for some 
years with the Phoenix of London. 

he General of Seattle has $4,139.000 
assets: more than $1.000,000 net surplus. 
in althought a capital stock company 
tidooe cies are issued on both the par- 

“pating and non-participeting plan. 


Assurance Company, Ltd. 
of London 
150 William Street, New York 


A corporation which has stood the test 
of time! 


145 years of successful business 


operation. World-wide interests. Abso- 


lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
150 William Street, New York 
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NATIONALLY ADVERTISED 


Every month the most important magazines in general circulation carry a striking 
presentation of the property protection and fire prevcntion message of this Company. 

National advertising is an important aid to North America Agents. It keeps before 
the insuring public the stability of this oldest American fire and marine insurance com- 
pany, its dependability as demonstrated by-a 135-year re¢éord of met obligations, and the 
good service available through North America representatives everywhere. 


INSURANCE COMPANY OF NORTH AMERICA 
PHILADELPHIA 


id th 
INDEMNITY INS. CO. OF ‘NORTH AMERICA 


write practically every form of insurance except life 
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Think It Over! 


The Summer is here, vacations are close by, and consideration of 
business changes is deferred until the Fall. This gives you ample time 
in which to weigh the advantages of life insurance salesmanship as 
against the salaried position in office or shop,—to contrast outdoors 
with indoors, freedom with timeclock, income limited only by your 
industry and intelligence with income fixed by the market price. for 
clerical labor, mental broadening with mental stagnation, business pres- 
tige with business submersion. Consider these things carefully during 
the Summer months, and make up your mind that when Fall comes you 
will enter the larger life. 








The Penn Mutual welcomes men and women who have ideals, are 
ambitious, and, above all, who are industrious. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Founded 1847 











Coolidge Not To 
Be President Of 


Insurance Company 


United Press Investigates Rumor 
At Request of The Eastern 
Underwriter 


SAUNDERS MAKES A DENIAL 
Arkansas Story Caused Plenty of 
Speculation in Life 

ices 








Following the publication in an Arkan- 
sas newspaper of a story to the effect 
that President Calvin Coolidge has al- 
ready arranged to go with a life insur- 
ance company as president when his 
term of office expires, the article even 
carrying the detail that his salary was 
to be $100,000 a year, The Eastern Un- 
derwriter saw the United Press Asso- 
ciation executives and asked that news 
organization if it would not make an in- 
vestigation of the rumor. 

The United Press, accordingly, got into 
touch with its correspondent with Presi- 
dent Coolidge at the summer capital in 
Rapid City. The correspondent saw 
Secretary Saunders of the Coolidge offi- 
cial staff and as a result the following 
wire was sent to the New York offices 
of the United Press from Rapid City: 

“Nothing in the story that President 
Coolidge has made arrangements to be- 
come president of a life insurance com- 
pany.” 

Story Caused Gossip to Fly About 

There are few yarns which have caused 
more comment in life insurance execu- 
tive offices than the Coolidge rumor. It 
was a story which lent itself to consid- 
erable embroidering. It gave gossips a 
chance to put under review companies 
which have presidents who may retire 
before very long and offered a basis for 
speculation as to which company might 
fill the bill. An insurance newspaper 
sent a reporter to see one company 
which immediately denied the rumor. 
The story generally had the effect of 
making an uncomfortable situation ,in one 
executive office. The rumor also brought 
into focus numerous spirited discussions 
as to the executive capabilities of the 
President about which there is a differ- 
ence of opinion. ; 

The rumor was discussed editorially 
and otherwise by some of the insurance 
papers. Among the comments made by 
The Insurance Field were these: 

“It would not only be a highly digni- 
fied exchange of duties, but it would be a 
whale of a profitable investment for the 
insurance company securing his services. 
There can be no question. that Mr. 
Coolidge has impressed himself more 
deeply upon the political, business and 
economic intelligence _ of | the country 
than any predecessor in his great office. 
About his political judgments, opinions 
will of course differ; but in economic, 
industrial, financial and business quar- 
ters—with the single excention (perhaps) 
of the farming industry—his liberal con- 
servatism, his firmness and deliberation 
in action. his sound adherence to recog- 


(Continued on page 8) 
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A New Way To Arouse Interest 
On First Interview 


















































DEFINITE 
LIFE 
INSURANCE REGULAR 
\ DEPOSIT Aad 
| CLOTHING 
ESTATE BOTH PROVIDE FOR YOU AT RETIREMENT AGE RENT 
EDUCATION 
) ABILITY 
REAL ESTATE LUXURIES 
STOCKS BON SAVINGS r 
MORTGAGES pee 





Estate Building 


The above chart has assisted in securing a large 
number of good prospects. 


Charts with information regarding its use will be 
‘gladly furnished. to Brokers and Life Insurance Rep- 
resentatives upon request. 


HARRY F. GRAY AGENCY 


CONNECTICUT MUTUAL LIFE INSURANCE CO. 
- 2780 Woolworth Building 


New York Se Telephone Whiteh«ll 73° 0 


Bel 


iS 


“Larger Applications Written Through Our Organized Service” 
| | 
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Fine Insurance Job By 
Large Newark Bank 


SHOWS NEED FOR PROTECTION 





Trust Division Tells Ten Stories frora 
Real Life Which Are Graph- 
ically Illustrated 





In its remarkable boost of life in- 
surance, published under the title of 
“Ten Unusual Stories from Real Life,’ 
the National Newark and Essex Bank- 
ing Co. of Newark, N. J., has done life 
insurance a real service. The book is 
cleverly illustrated. Leslie P. Douglass, 
assistant trust officer, is to be congratu- 
lated if he is the man who engaged the 
artist and writer to work up this ma- 
terial. 

In telling why life insurance trusts are 
advisable the bank says: 

“Practically in every case where dis- 
cretionary power regarding the disposal 
of benefits from life insurance is de- 
sired, Life Insurance Trusts are advis- 
able. 

“When it is desired that only the in- 
come from the insurance funds be paid 
to the beneficiaries, except in the case 
of emergencies such as protracted ill- 
ness, accidents or other unforeseen con- 
tingencies when a part of the principal 
is to be used, it is highly advisable to 
establish a Life Insurance Trust. 

“If the settlement of a business is in 
any way involved in the distribution of 
insurance proceeds, establish a Life In- 
surance Trust. 


Arguments in a Nutshell 

“If the education of a child is to be 
paid out of the insurance money at peri- 
ods left to the discretion of the trustee, 
a a Insurance Trust is most practi- 
cal. 

“If a person wishes to free himself of 
the trouble of meeting insurance pre- 
mums and of caring for investments, he 
can do so at once by creating a Life 
Insurance Trust composed of his policies 
and securities. The trustee then meets 
the premiums, cares for the securities 
and distributes the remaining income as 
instructed. 

“If the insured wishes to make cer- 
tain that his insurance proceeds will be 
conserved by investment experts and ap- 
plied from time to time to widely vary- 
ing family needs, he can best accomplish 
this through a Life Insurance Trust. 

E No Conflict with Life. Insurance 

The service offered by insurance com- 
panies and the service offered by trust 
Companics in no sense conflict. On the 
Then? they complement each other. 

his fact is recognized by leading in- 
surance men—agents and. executives— 
as well as by trust company officials. 

Working in harmony as they have 
been doing, much benefit has accrued 
. individual estates. Life insurance 
kg sive broader use and_ greater 

€ to life insurance . A Life Insut 


ance Trust is not possible without a-cer-’ 


oF eprount (often an increased amount) 
7 ve insurance. On the other hand, 
v€ greatest value often cannot be de- 
ted from life insurance unless it is 
Placed in a Life Insurance Trust.” 


LIFE CONVENTION SCHOOL 
ei = at the convention of the 
ro - Association of Life Underwrit- 

» Which will be held at Memphis. in 


oo we be the general agents’, 
wil Co and supervisors’ school, which 

9e under the supervision of J. M. 
eae Jr, assisted by H. C.° Ash- 
Sane G. Terriberry of the Life 
ws age . ales Research Burean. There 
ty lv€ sessions, two on Mondav, 


“te ae 10, two on Tuesday, October 11 
will be on Wednesdav. The enrollment 
oa ke confined to sixty members an‘ 

2 Testricted to representatives of 


“panies who ig 
bureau, are members of thc 


ES 
WNTGOMERY GOES TO COAST 
ae — Montgomery, president, Aca- 
" A am Life Association, has left on 
all the €ss trip on which he will vicit 


association’s b 
r 
acific Coast, anch offices on the 

















WE TAKE PLEASURE IN ANNOUNCING 
THE ORGANIZATION OF A 


LIFE INSURANCE TRUST DEPARTMENT 


AND THE SELECTION OF 


Mr. Edward M. McMahon 


AS INSURANCE TRUST OFFICER 13 
i? 
THIS DEPARTMENT. HAS BEEN ESTAB-: : 
LISHED FOR THE PURPOSE OF ASSISTING: : 
LIFE UNDERWRITERS AND THEIR CLIENTS 
IN THE CREATION OF ESTATES BY CON- 
TRACT, THE REDUCTION OF LAPSE RATIO 
THEREON AND THE EFFICIENT ADMINIS- 
TRATION THEREOF. 


MR. McMAHON, WHO HAS BEE! SUCCESS- 
FULLY ENGAGED FOR A NUMBER OF YEARS 
IN THE FIELD OF LIFE UNDERWRITING, 
WILL DEVOTE HIS ENTIRE TIME TO THE 
DIRECTION OF THIS DEPARTMENT. HE 
AND HIS STAFF ARE AVAILABLE TO YOU 
AND YOUR CLIENTS,.WITHOUT CHARGE OR 
OBLIGATION, AT OUR MAIN OFFICE IN 
ROOM 1400. 


THE EQUITABLE 
TRUST COMPANY 
OF NEW YORK 
37 WALL STREET 
Telephone Hanover 9800 


LONDON MEXICO CITY PARIS 



































Connecticut General News 
Hartford, Conn. 





Larger Sales Through 
Income Settlements 


A business man, who had _ considered his 
$15,000 insurance ample, raised the total to 
$45,000, when an income settlement arrange- 
ment, proposed by the agent, revealed the 
inadequacy of his protection. 


Income settlements, besides assuring safety 
of principal and income for the beneficiary, 
mean larger sales for the agent, and the 
recognition accorded work of professional 
quality. 


We shall be glad to supply full information 
regarding our Income Settlement plans. 
Connecticut General Life Insurance Com- 
pany, Hartford, Conn. 














A Boston Viewpoint 
Of Chartered Agents 


CAUTION URGED IN DEFINITION 





Significance of Degree to Be Conferred 
by American College of Life 
Underwriters 


By H. O: Boone, Boston 


The board of administration of the 
American College of Life Underwriters 
is using good sense in taking time to 
perfect its requirements before putting 
into operation one of the chief objects, 
viz., that of recognizing properly quali- 
fied life insurance agents with the pro- 
fessional degree’ of Chartered Life Un- 
derwriter. The incorporators have not 
“arrived” at their decisions thus far by 
any hit or miss methods. The many- 
sided problems have already demanded 
months of thought and labor, and while 
it seems that little else than the draft- 


ing and legal ratification of a simple 
charter has been accomplished, those 
who believe in its eventual success are 
willing to go slowly in order that such 
professional recognition be hedged in, 
as it were, by. standards of life unde:- 
writing against which there can be no 
possible assaults. On this particular 
phase alone false conclusions, misunder- 
standings and opinions as variable as a 
chameleon are beginning to appear as 
the interest in the idea awakens among 
the agents. A settlement of all points, 
on some of which the board itself is net 
united, as yet, should dispose of any 
doubt as to just what standing the de- 
gree is intended to give the underw. ite’. 
Meaning of a Degree 

Only the American College of Life 
Underwriters will confer the degree. It 
must not be a mere amorphorism. It 
will not be honorary—in the academ.: 
sense. Shall performance or standing as 
a life underwriter be the only requi.c- 
ment, or shall scholarship or knowled; ¢ 
of life insurance, determined by exan:- 
ination, be included? To determine the 
question, consideration has to be given 
to the value of the degree to the special- 
ist as compared to the field man who 
may be writing millions of insurance a 
year. To the expert or specialist—and 
frequently these are connected with tlic 
home office as well as being in the un- 
derwriting field—the degree will mean 
much and he deserves it. He should 
want it. The field man with his record 
in millions or whose writings run only 
into the thousands, are both on a par 
intellectually with his company. Neith- 
er feel any immediate need for adding 
a few letters at the end of his name, 
and so the fact that he could not tell 
what constitutes the reserve of a life 
insurance company or what are the ele- 
ments of a premium does not make him 
“sore” or envious. 

Thus a situation is developing in some 
parts of the country something like this. 
There are agents who want the degree 
who never could get it on any basis. To 
them the degree would mean nothing. 
There are others who should have it 
but do not want it, and could not: get 
it on scholarship. These do not under- 
stand the value .of the degree. There is 
a third class who would accept it only 
upon both requirements. These will get 
it. 

Still another class holds a disinterested 
attitude, represented by the specialist in 
the field to whom a purely synthetic 
degree has no appeal. For such perhaps 
the English academic system of differen- 
tial degrees could be applied whereby 
the estate expert, for example, would be 
given the specific recognition, “Chart- 
ered Underwriter—Estate Protection” 
(CU-Est. P.).. The scholarship require- 
ment would then deal only with the sub- 
jects in which he is a reccenized expert. 

Significance of a Term. 

A word heré' as to the significance of 
the term, “Chartered.” Inasmuch as de- 
grees are not subject to geographical 

(Continued from page 13) 
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How Kellenberg Sells 





Business Insurance 


MUTUAL BENEFIT EXPERIENCE 








Widow’s Children a Factor Which Must 
Be Considered; Expensive Bor- 
rowing from Bank 





A. H. Kellenberg of the Mutual Bene- 
fit described several of his business tn- 
surance interveiws in an article he wrote 
for “The Pelican.” He said in part: 

I had been soliciting a friend of mine 
for personal insurance, but was unable 
to get anywhere. I learned that he took 
in a partner, so I went to see him on 
partnership insurance. I said: 

“Harry, do you realize that if any- 
thing happens to your partner you are 
out of business ?” 

He said, “No, why?” 

“The state of the market is such to- 
day that a forced sale will bankrupt 

you.” 
? He said, “I will take the widow in as 
a partner,” and the partner nodded as- 
sent to such an arrangement. 

I said, “That’s fine, but the widow 
can only speak for herself, she cannot 
speak for the minor children. You are 
still up against the necessity of settling 
their interest, for no judge will permit 
funds belonging to minor children to be 
invested in such a hazard for a minute.” 

This floored him. 

“Oh, well,” he said, “I can get the 
money at the bank.” 

I said, “That’s fine, I congratulate you. 
Pay the bank 6% for a debt, pay me 
3% for an asset.” They were examined 
that afternoon. 

Agreements 

One objection you will meet in solicit- 
ing partnership insurance is that they 
will tell you they have provided against 
this hazard by an agreement. They feel 
amply protected. There is a splendid 
opportunity to spoil a goed sale by as- 
suming a hostile attitude to the agree- 
ment. I don’t; 1 say: 

“T am glad to hear it. There isn’t one 
firm in a dozen that has exercised the 
forethought to draw up such an agree- 
ment. But I assure you my plan in no 
way counteracts yours; it supplements 
it.’ 

Such agreements often provide that 
the survivor shall have time to retire 
the interest of the deceased whether 
or not the firm is in a position to pay 
large sums of cash out to meet these 
terms. But they have not; they have 
to borrow money at the bank; they are 
again paying 6% to a bank. So I say: 

“Your agreement is fine. It gives you 
time. Mine gives you money. The com- 
bination gives you the business.” 


DISTRIBUTING PORTFOLIOS 

The Atlantic Life is presenting to its 
general agents and supervisors attractive 
leather-bound portfolios containing edu- 
cational literature which has recently 
been gotten out by the company. The 
portfolio is equipped with an index show- 
ing the pages on which literature of a 
certain type may be found. Robert G. 
Richards, agency secretary, believes that 
it will prove valuable and handy to those 
making use of it in their contact with 
field men. Space is available for the 
posting of other printed matter in it thot 
may be issued by the company from time 
to time. 





ITALY TO INSURE JOURNALISTS 

Arnaldo Mussolini, brother of the 
Italian premier, presided over a com- 
mission July 28 appointed to provide in- 
surance for newspaper men. 

The commission drafted a plan which 
would allow families of newspaper men 
6,000 lire upon their death or a similar 
sum when the worker reached the age 
of 60 years. A small premium would be 
collected to support the scheme. 


McGILL WITH EQUITABLE, IOWA 

Arthur O. McGill, formerly counsel in 
Iowa for the Chicago & Des Moines 
Joint Stock Land Banks, has been ap- 











“I Called and Took 
His Application” 


Welcome words to the ears of the General Agent. 


Even more welcome for the Agent—it means money in his 


pocket. 


We see them every day on the report cards sent in by Union 
Central Agents who use the Company’s Mortgage Loan leads. 


This exclusive Union Central facility provides thousands of 


prospects every year for our Agents. 


It sends them to interview 


men who have just mortgaged their property, and who are there- 
fore in a receptive mood to cover that obligation with Life 


Insurance. 


Our reports show that every fifth call results in an im- 


mediate application. 


months of 1927 was 18.65. 


The exact percentage for the first six 
In addition, Union Central Agents 


succeed in writing many thousands of additional insurance on 


relatives and friends of the mortgagor. 


Isn’t that worth while? 





THE UNION CENTRAL 


LIFE INSURANCE COMPANY 


Cincinnati, O. 


Founded 1867 


Insurance in force 
One Billion, 324 Millions 


John D. Sage 
President. 











pointed counsel of the Equitable Life 
of Towa. 4 
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Distinguished German 
Educator In Town 


DR. ALFRED MANES OF BERLIN 





Gets Earful of American Methods; 
Studying Loss Prevention Ideas; 
Pays Many Visits 





Dr. Alfred Manes, regarded by many 
persons as the leading authority on in- 
surance in Germany, is visiting this 
country and will see insurance men in 
Hartford, Baltimore, Philadelphia and 
possibly other cities as well as here. He 
is head ‘of an insurance association in 
Germany which has members in about 
three: dozen countries, which publishes 
many periodicals of interest to the in- 
surance fraternity, which also conducts 
lecture courses and which has the larg- 
est insurance library in the world. 

This is the first time that Dr. Manes 
has been in America in twenty-three 
years. He was in the United States at 
that time to attend an international con- 
gress of actuaries. Recently, he was a 
prominent figure at a similar congress in 
London. 

Spends Day With Metropolitan Life 

Agents 

While here Dr. Manes is making a 
study -of ‘insurance in all ‘divisions and 
doing it-in the thorough manner “char- 
acteristic of ‘Germans who get to the 
bottom of things. For instance, he spent 
one day this week with Metropolitan 
Life agents seeing how they do things. 
He paid a visit to William J. Graham, 
head of the Association of Companies 
Writing Group Insurance. 

He talked to a leading burglary un- 
derwriter; then to an All Risks Cover 
man.. He spent considerable time with 
E. R. Hardy, secretary of the Insurance 
Society of New York and active in the 
Insurance Institute. 

The .association of insurance compa- 
nies of which he is the head corresponds 
somewhat in its functions with the In- 
surance Society of New York although 


considerably larger and having more 
functions. 








policyholders. 


in force upon its books. 


1867 








The loyalty of our policyholders is a distinct advantage 
to those representing the Equitable of Iowa in the field. 


EQUITABLE LIFE INSURANCE COMPANY OF IOWA 


Home Office: Des Moines 
SIXTIETH ANNIVERSARY 











LOYALTY 


of its policyholders is one of the most valuable 
assets of the Equitable Life of Iowa. 


For the first six months of 1927, 36.9% of all 
new business has been written on the lives of old 
: The company has become known 
throughout the insurance world as a company of the greatest service to 
policyholders. The company was founded 60 years ago and today there 
is 63.4% of all business written since the company was founded still 








1927 

















TAKE TRUST CO. ADS 





Life Underwriters’ Association of New 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 
Old Line Legal Reserve 
Established 1899 
HERBERT M. WOOLLEN, President 


























AFTER RAILROAD GROUP 


Old Manager’s Lunch 
Party to New Manager 

ENTENTE CORDIALE IN BOSTON 

Spencer S. Dodd’s Compliment To Win- 


ters & Smith; Berkshire Has Two 
Boston General Agencies 





That the best of feeling prevails be- 
tween Spencer S. Dodd, for several years 
special agent of the Berkshire Life in 
Boston, and Winters & Smith, new gen- 
eral agents of the company, was demon- 
strated by a luncheon given the new 
general agency by Mr. Dodd at ‘the 
Chamber of Commerce in Boston on 
August 22. 

The luncheon was attended by a large 
portion of the general agents represent- 
ing the different companies in the city. 
The note sounded at the luncheon was 
that there was plenty of room-in Boston 
for two general agencies of such a fine 
company as the Berkshire. A number 
of companies have more than one gen- 
eral agency in a city of the size of Bos- 
ton. 

Mr. Winters entered life insurance 
business some years ago, and was con- 
nected with the Paul Clark Agency of 
the John Hancock. Mr. Smith also was 
a former John Hancock man, and served 
as supervisor in the Paul Clark Agency 
before he was sent to St. Louis, where 
he represented that company as its Gen- 
eral Agent. 

The new agency will do business un- 
der the name of Winters & Smith, its 
offices being located at 79 Milk street, 
Boston, Massachusetts. 





REAL PRACTITIONER 

In an article about the well-known 
educator Dr. S. S. Huebner, Paul F. 
Clark of Boston says: 

“Dr. Huebner himself carries a sub- 
stantial amount of life insurance and has 
told me on many occasions that he 
bought it just as fast as he could afford 
xt. 

“T think Dr. Huebner is the greatest 
teacher I ever had. As I have'so often 
stated, if he were a salesman in the 


Six companies are reported to be bid- 
ding for a privilege of placing a group 
policy with the Richmond, Fredericks- 
burg & Potomac Railroad Company, cov- 
ering its 3,500 employes. The negotia- 
tions have been under way for several 
weeks. It is believed that the insurance 
will be written within the next week or 


field, he would be one of the country’s 
leading producers. Many of the ideas 
which the agents of all companies are 


selling today are those originated by 
him.” 


Has Many Degrees 

The current impression here that Dr. 
Manes is an actuary in the meaning of 
the word current in this country is in- 
correct. He is an educator, a student, 
a lecturer and a publisher. He won 
degrees of doctors of philosophy and law 
and attended several universities, includ- 


York Bulletin to Be Larger 
Publication 
The latest insurance organization to 
go in for selling advertising space is the 
Life Underwriters’ Association of New 


PASSES QUARTER BILLION 
York. This association has been issuing 


The Acacia Mutual Life Association 
so. 
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ing the insurance university in Germany. 
In his suite of rooms at the Hotel Al- 
manac, New York City, is one room 
which has a long table completely cov- 
erad with insurance magazines and pam- 
phiets. 

In a talk with The Eastern Under- 
writer [)r. Manes said that he is not 
only studying insurance methods here 
but also those of prevention. 

Your preventive work, such as safe- 
'y, extension of life, engineering con- 
struction, anti-burglary devices, etc., is 
fascinating to a continental man. In 

Tmany work of prevention has not 
made the progress it should as some of 
the insurance companies think it holds 
back premium volume. Over here the 
Msurance companies seem greatly inter- 
ested and sincere in keeping fires, 
‘rime and accidents down by warring 


FIRM as the 


a bulletin, generally appearing before a 
monthly meeting and containing articles 
about the meeting. Within the past 
month the association has solicited and 
sold a number of advertisements to trust 
companies of New York, and will make 
a larger paper out of its bulletin. 





RETURNS FROM EUROPE 
W. Jj. Williams, president of the 
Western & Southern Life is back from 
Europe. The event is being celebrated 
with a Homecoming Week throughout 
the field by the agents. 








on carelessness and other factors which 
enter into insurance loss.” 

Dr. Manes is author of a new insur- 
ance dictionary. It is called “Versich- 
erungs Lexikon.” 


RUGGED COAST of MAINE 


Enduring—Substantial—Dependable, with New 
England conservatism, and too, “easy to do busi- 
ness with,” whether as Agent or Applicant. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
| PORTLAND, MAINE 


Details of the plan have not been 


disclosed. The company operates a line 


between Richmond and Washington. 





PAY DISASTER GROUP CLAIMS 


As an aftermath of the recent explo- 
sion in the West Kentucky Coal Com- 
pany’s mine at Clay, Ky., the Metropoli- 
tan Life has paid or authorized for pay- 
ment a total of $9,300 in death claims to 
beneficiaries of thirteen miners killed in 
the accident. The amounts ranged from 
$500 to $1,000, and represented group in- 
surance carried by the men. 





AT COAST CONVENTION 
Among the producers who attended 
the recent convention of the Missouri 
State Life of the Coast was Leo Thomas 
of Detroit, who writes millions a year. 








AN INVESTMENT IN HAPPINESS 


—is a connection with the 


Philadelphia Life Insurance Company 


1. Having the Thing That Will Sell—we have a great variety of policy 
contracts with very liberal features. 


2. Home Office Co-operation. You'll get it.. Every help to pos you sell. 
8. A Lifetime Connection. Agents have been with us 10, 15 an 


111 No, Broad Street, Philadelphia, Pa. . : 


A. M. HOPKINS, Manager of Agencies 


has passed the Quarter Billion mark in 
insurance in force. This company, which 
limits its risks to members of the Ma- 
sonic fraternity, was originally started 
as a fraternal society, but has since 1900 
been conducted on the legal reserve 
basis, and its organization was in 1922 
changed so that it now is a mutual old- 
line company. 





ROCHESTER AGENCY FEATURED 

The “Fidelity Field Man,” house or- 
gan of the Fidelity Mutual Life, features 
the Rochester, N. Y. agency of the com- 
pany in its current issue. William B. 
Lee, Jr.. who became manager of the 
office a short time ago, has averaged 
nearly one application a week since he 
went there. 





William C. O’Neill & Sons have taken 
a Philadelphia agency for the Buffalo 
Insurance Company of Buffalo, N. Y. 








20 years. 
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Practical Suggestions to Helpthe Man With the Rate 
Book Increase His Income and General Efficiency 


The following is 
A an account of a part- 
nership case recently 
closed by a Penn 
Mutual agent: 

Two men are engaged as partners in 
the business of architecture and construc- 
tion engineering, and have incorporated 
in their articles of partnership a clause 
to the effect that there shall be paid as 
an item of partnership operation expense 
the premiums on such policies of insur- 
ance on the life of either partner as may 
be agreed upon in writing from time 
to time by both parties. 

They have executed an agreement by 
the terms of which each partner has 
taken out a policy in favor of the other, 
the purpose of which is to protect the 
other from the loss occasioned by his 
death. Each partner has also taken a 
policy payable to his wife, the control of 
the same, however, remaining in the two 
partners jointly, the proceeds of this pol- 
icy being to cover the interest of the de- 
ceased partner in the good-will and an- 
ticipated or unearned profits of the 
partnership. 

In connection with a second agreement 
between the partners, each took out a 
policy payable to the other partner, the 
proceeds of which the surviving partner 
agreed to use toward the purchase of 
the interest of the deceased in the busi- 
ness, this interest to include everything 
excepting the good-will and anticipated 
or unearned profits. 

As a matter of interest, the following 
is an outline of the wording of the as- 
signment used in connection with the 
policies payable to the wives: 

“For Value Received, we hereby sell, 
assign, transfer and set over all right, 
title and interest whatsoever, of, in and 
to Policy No. xxx,xxx, on the life of 
William Penn (the insured) in The Penn 
Mutual Life Insurance Company, of Phil- 
adelphia, unto Margaret Penn, wife of 
the insured, if she outlive him, other- 
wise in equal shares to such of his chil- 
dren by said wife as may be then liv- 
ing, if any, otherwise to his executors, 
administrators, or assigns. 

“The said William Penn and John 
Smith, his co-partner, jointly, or the 
survivor, until maturity of said policy 
as a death claim, shall have the right to 
make any assignment of said policy, or 
to surrender said policy to said Company 
for cash, loan, or other value; by instru- 
ment in writing, under hand and seal 
and recorded at the Home Office of said 
Company.” 

This assignment, ‘executed by the in- 
sured and his co-partner, the irrevocable 
beneficiary named in the policy, makes 
the wife and children beneficiaries of the 
policy, but yet keeps control of ‘the same 
in the two: partners jointly until matur- 
ity, in order that the same may still re- 
main a partnership asset for collateral 
purposes. 


Partnership 
Case 


* * * 


Agents specializing 
in business insurance 
have been making ef- 
fective use of the 
stories published in 
daily papers to the effect that J. Ogden 
Armour, once a famous Chicago packer, 


Fortune of 
Chicago 
Millionaire 


had lost millions of the fortune he once 
had. 

Since his death it has developed that 
he was not as broke as his friends 
thought he was, as some oil stock in his 
estate is valuable, but that wealth such 
as Armour’s could be so dissipated dur- 
ing his lifetime enabled some agents to 
fix up a pretty strong list of similar in- 
cidents and almost resurrected the old 
axiom of from shirt sleeves to shirt 
sleeves in three generations. 

One of the life companies is using the 
Patrick Calhoun incident, which it de- 
scribes as follows: 

“Patrick Calhoun was born to wealth. 
In his early business career he was cred- 
ited with having unusual business ability. 
He was supposed to be successful in a 
financial way and was interested in many 
big enterprises. Among other things, 
Patrick Calhoun was president of the 
United Railways of San Francisco and 
was known to be many times a mil- 
lionaire. A few weeks ago there ap- 
peared in the bankruptcy court in Cleve- 
land, Ohio, a man nearly sixty years of 
age, who bore on his face the stamp of 
business reverses and financial vicissi- 
tudes. He told the court that ten years 
before he had a fortune of over $14,- 
000,000 but that today he is penniless, his 
entire assets consisting of some loose 
change in his pocket totalling about five 
dollars, and this had been given to him 
by his wife.” 

SE: Ook 
E. C. Ungemach of 

E. C. Ungemach Fort Wayne, Ind., 

Family Protection representatives of the 
Queries Phoenix Mutual, has 

; had unusual success 

with the Family Protection Plan. Here 





HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
PRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Denver Des Moines 











SALES HELPS 


Lack of Knowledge is 
Costly. 

We Specialize in Life 
Insurance. 

Let} Supervisors of 
Long Field Experi- 
ence help you with- 
out Cost. 


THE WILLARD REGAN 


AGENCY 
CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


100 East 42nd St., New York 
Telephone: Ashland 5454-5 

















are some questions he asks while can- 
vassing that plan: 

What is your present worth. in securi- 
ties and other investments ? 

What do you estimate your business 
would bring if sold after your death? 

If you are an owner in your business, 
what do you consider a fair valuation of 
your share in it? 

What is your income or salary, apart 
from the item noted above? (a) Salary? 
(b) Other income? 

Has your wife an independent income ? 
How much? 

Is she likely to inherit? 
details. 

Do you own your home? 

What is a fair valuation of it? 

How much of a mortgage is on it? 

In whose name is it? 

What is your date of birth? 

What is your wife’s name? 

What is your wife’s date of birth? 

Give names and dates of birth of your 
children. 

How much life insurance do you carry ? 

(Policies should be given to agent to 
be analyzed.) : : 

What do you feel is the minimum an- 
nual income on which your family could 
live and maintain a status somewhere 
near your present standard of living? 

Are you planning a college education 
for your children? ; 

Are you interested in any particular 
charity, church or institution, toward 
which you are contributing? 

Have you any dependents whom you 
are helping to support other than your 
family ? 

Have you drawn or executed your will? 
When was it done? 

Whom have you named as executor? 

How Jong is it since you have reviewed 
the provisions of your will? 


If so, give 





TRUSTEE GETS THE PROCEEDS 

A policy for $1,150,000 on the life of 
Harry Busick, president of the Lord 
Baltimore Hotel Co., Baltimore, is made 
payable to the Union Trust Co. of Balti- 
more as trustee for the holders of first 
preferred stock in the hotel company. 
Should Mr. Busick die within ten years 
the proceeds of the policy will be used 
to retire the first preferred stock. 


—= 


G. W. AYARS IN TOWN 
George W. Ayars of Los Angeles, see. 
ond vice-president of the Nation! As. 
sociation of Insurance Agents, is in the 
city. 








—— 


SIX MEN 


We have six new 
territories for six 
good men under 
real general agents’ 
contracts. 











Address 
| The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 




















“HAVE YOU FIGURED 
IT OUT?” 


How much insurance should a 
man have? That question can be 
answered to a certainty through 
the use of the Canada Life Per- 
sonal Inventory Form, “Have You 
Ever Figured It Out?” Ask for 
your copy by mail pleasc. 


—_— 


HERBERT W. JONES 
Manager, New York City 
110 WILLIAM ST. 


Beekman 5058—6691 























satisfaction in so doing. 


limits 10 to 70. 


34 Nassau Street 








You Who Seek Opportunity 


Opportunity exists always for those who seek 
success and satisfaction in life insurance field work. 


During 84 years the first American legal reserve 
mutual life insurance company has been served. and 
built to greatness by men who found both success and 


This company writes all standard forms of insur- 
ance and annuities on both men and women. 


A ge 


Those who contemplate life insurance 
field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 


New York, N. Y. 











August 26, 1926 


— 


————7 


THE EASTER 
UNDERWRITER 
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Good Percentage Of 










“Cash With Application 





NORTHWESTERN NAT’L RECORD 





For First Six Months of Year Agencies 
‘ * Had Settlement With 70% 


a Of Business Written 
tesident O. J. Arnold of the North- 
stern National has written an article 
Nhe current edition of the “North- 
stern National News” in which he 
vais some interesting figures. on the 
ii" Its of the company’s campaign to 
Weeicash with applications. This has 
4 accomplished by emphasizing the 
Mirtance of getting cash with applica- 
tiogs in the company publications and 
plait extra point credit in the conven- 
\iPalicontest which the company waged 
h@lin other sales campaigns. Cash with 
Miications has been effective in_ re- 
g the difference between written 
wiiipaid-for business. Mr. Arnold in 
higeirticle says: , 
iilhe effect upon the earnings of an 
of the manner in which he em- 
H his time is again the subject of 
thent in the insurance journals. 
erly so. Time is the life agent’s 
Meipal investment in his agency. Too 
if emphasis cannot be placed on the 
Aiittance of employing it fruitfully. 
aorthwestern National agents are con- 
heir time in a most important 
Consider: this: of the business 
fn during the year ending June 30th 
F he cntife agency organization, set- 
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Per- iimt was taken with the app on 70% 
e You e business written. A cash-with- 
k for Hettlement was taken on 39% of the 


Abss; a note-with-app settlement (or 
ash and part note) was taken on 
of the business. These figures at- 

ithe salesmanship efficiency of 

ES Hhwestern National agents. 

e campaign to ‘Get a Settlement 
the App’ was started July Ist last 
In the three months then suc- 
@ine settlement was reported on 60% 
¥ MN business. In the next succeeding 

> da ttlement was reported on 64% 

i 1 business. In the third and fourth 

fers of the year ending June 30th 

Ament was taken on 72% of the 

Smess in each quarter. The year as a 

owed 70% ‘Settlement with the 

s above stated. 

is reasonable to expect that dur- 

‘oming year the percentage of 

it will run well above 72% for 

are now securing settlement 


seek iajority of their cases will con- 
improve their technique in this 
ork. | agents who: have not here- 


appreciated what may be done in 
| will undertake to save their 





erve eace of mind*by actually clos- 

< nd eal cases when they take the ap- 

a ligttion by getting a: settlement with 
and é ion. 

te “in mind that no man gives you 

plication for insurance without ex- 

ig to pay forthe policy. The time 

him to pay for it’or arrange for its 

asur- Fument is at the time he buys it; that 


ast when he gives: you the appli- 
RON. However, he: will not do- this 
“SS you ask for settlement. Ask for 
lem ott. way that! gives him: to ,under- 
Peetd you expect torget it. Just take if 
lee Atanted that hesexpetcs to make the 
wement then and*there. Do-not’ be 
atilil that you are going to lose the 
HSHIeSS Or interject a discordant note 
to:the canvass. When the application 
Signed, your~ canvass: is completed, 


sthe time has arrived’ for arranging 
settlement.” ; 






WRITES MILLION IN JUNE 

Pat ¢ B. Korrady, Chicago. general 

* or the Connecticut General Life, 
$ Over $1,000,000 of new business in 

and rose to third position among 



















agencies of that company. His 
‘as-led_only by the: New York 





hia: offices, 











HITS THREE-QUARTER 
BILLION MARK 


The Bankers Life Company total of legal reserve 
life insurance in force on June 30, 1927, was 


$766,000,000. 


This is a gain of $50,000,000 for the first six months 
of the year. 





The total as of June 30, 1927, is nearly four times 
as great as the total at the end of 1918. 


BANKERS LIFE COMPANY 
GERARD S. NOLLEN, President 
Established 1879 Des Moines, Iowa 











' both in insurance and trust. 








WANTED: An Assistant Supervisor, life insurance office, writ- 
ing: five million a year in New York City and New Jersey. Apply in con- 
fidence to: 


Box 1064 
THE EASTERN UNDERWRITER 


110 Fulton Street New York, N. Y. 























RETURNS TO CALIFORNIA 
James L. Brader, district manager of 
the Mutual Life, will leave Madison, 
Wis., this fall to go to Los Angeles, 
where he will resume the insurance busi- 
ness he was connected with there three 
years ago. : 


PROSPERITY OF HARTFORD 

The Standard Statistics Co. of New 
York reports that Hartford’s check 
transactions in July were 108% above 
normal, the average for the country be- 
ing 28% above. Prosperity reports are 
based on the check transactions. 








NOMINATED FOR SHERIFF 
H. M. Hessberg, who has been one of 
the leading producers of the Connecti- 
cut Mutual in Brooklyn, has been nomi- 
nated for sheriff of Kings County by the 
Democratic party. 


WITH NATIONAL OF CANADA 

Ivan D. Wallington, for several years 
Michigan manager for the Wisconsin 
National Life, has been appointed state 
manager for the National Life of Can- 
ada, with headquarters at Detroit. 


ESCOR SIE SOO SOE AIOE SIE SIE SIE SIE TICE ICE ICES 














John Hancock made the 


Signature Famous 
by signing the 
Declaration of Independence. 





This Signature has been made 
a household word by the 
John Hancock Mutual Life. 


A Life or Endowment 
_ +Life Insurance Policy 
is the Policyholder’s 
Declaration of 
Independence. 





Lire: INSURANCE COMPANY 


oF BOSTON, MASSACHUSETTS 





























McMahon to Run Bank’s 
Insurance Trust Dep’t 


—— 


EQUITABLE TRUST STATEMENT 





New Division to Conserve Estates Here 
In Co-operation with Life 
Insurance 


The Equitable Trust Co. of New York 
City called: in newspaper reporters on 
Saturday and told them that it is open- 
ing a life insurance trust department 
which will be under the supervision of 
Edward M. McMahon as insurance trust 
officer with the assistance of experts, 
Mr. Mc- 





E. M. 


McMAHON 


Mahon came here from the West to 
manage the National Life of Vermont. 

In making the announcement, Joseph 
N. Babcock, vice-president of the Equi- 
table Trust Co., said to reporters: 

“The Equitable Trust Co. has.realized 
for a long time the need for some meth- 
od of meeting the problem of. conserv- 
ing estates produced: by life insurance. 
It is well known, for instance, that 90% 
of alli estates amounting to $5,000 or 
over are entirely consumed or dissipated 
within a’ period of five to seven- years 
after being turned over to the heirs. It 
has been: estimated that money lost to 
ifivestors through fraudulent. investment 
amounted to approximaely one billion 
dollars during the past year and fully 
half of this amount was taken from the 
residents of New York state. The loss 
of this. great sum of money represents 
more than a mere waste of funds, it runs 
into the life and welfare of millions of 
widows, orphans and inexperienced peo- 
ple, creating sorrow and hardship be- 
yond any conceivable estimate. 

“The Equitable Trust Co., by the es- 
tablishment of an insurance trust de- 
partment, hopes as time goes on to con- 
tribute to the conservation of their fami- 
lies. We are not in any sense entering 
the field of selling or soliciting insur- 
ance as such. On the contrary, we plan 
to provide a co-operating and co-ordi- 
nating agency to which all insurance 
companies, through their agents or un- 
derwriters, may turn in complete confi- 
dence that they will receive nothing: but 
helpful co-operation.. 

To Work With Life Companies 


“It is ‘our aim to work with the in- 
surance companies and their representa- 
tives and independent underwriters, and 
assist in increasing the interest of the 
American people in insurance, our part in 
the work being directed more to the con- 
servation of the estates created by in- 
surance rather than to the details of the 
policies themselves, although our facili- 
ties and experience will always be placed 
at the disposal of our customers as- well 

(Continued on page 11) 
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Omar Miller Heads 
McMahon & Associates 


SUCCEEDS EDWARD M. McMAHON 


Former President, Who Has Gone With 
Equitable Trust, Discusses National 
Life Agency 


Elsewhere is printed the story of the 
appointment by the Equitable Trust Co., 
of Edward M. McMahon, who was presi- 
dent of McMahon & Associates, Inc. 
The new president of McMahon & As- 
sociates, Inc, is Omar Miller. He has 
been treasurer and business manager of 
McMahon & Associates, Inc., since its 
organization. John A. Logan is vice- 


president. 

In a statement this week by Mr. Mc- 
Mahon as to why he resigned the presi- 
dency of McMahon & Associates, Inc., 
he said: 

“Although I will be devoting all of 
my time to the Equitable Trust, I do 
not feel that I am really abandoning the 
field of life underwriting. Since my po- 
sition will require me to serve and co- 
operate with all of the underwriters of 
New York who will see the advantages 
of using the Equitable Trust Co., the di- 
rection of this service department merely 
permits me to carry on my deep inter- 
est in the work of creating estates by 


contract and the efficient distribution of 
proceeds by representing the trust com- 
pany primarily instead of the insurance 
companies only. Of course, neither the 
Equitable Trust nor I will be selling life 
insurance because trust companies are 
not in the life insurance business. 

“For some time I have felt, in con- 
nection with many of the country’s lead- 
ing life underwriters, that the primary 
function of life insurance companies is 
to create estates and that it is the true 
function of trust companies to manage 
them; and that from the standpoint of 
the public which both desire to serve, it 
would be well if each would remain in 
their special fields in so far as prac- 
ticable and desirable. 

“These are the primary reasons which 
led me to resign as president of McMa- 
hon & Associates, Inc., in order that all 
of my time may be devoted to insurance 
trust work. Of course, the business of 
McMahon & Associates, Inc., will be 
continued and the mere fact that I am 
not to be active in its management will 
not mean that it will cease to represent 
as general agent for Greater New York, 
the National Life of Vermont. . With 
Omar Miller, since its organization, 
treasurer and business manager, and 
now its president, and John A. Logan, 
vice-president, and with a competent 
field and office force, I do not expect 
that the severing of my active connec- 
tion with the organization will have any 
effect one way or another.” 

Mr. McMahon’s Career 

Mr. McMahon is a ~raduate of the 
University of Wisconsin. He entered the 
life insurance business in 1909 as an 
agent for the Northwestern Mutual at 
Madison, Wis. About a year later he 
became general agent for the company 
for southern Wisconsin. In 1912 he be- 
came aggociated with Dr. C. E. Albright 
as special representative of the company. 


He left the insurance field in 1915 to. 


organize the Madison Association of 
Commerce, of which he became execu- 
tive secretary. Three years later he was 
appointed executive secretary of the St. 
Paul, Minn., Association of Commerce. 
In 1920 he organized and served as vice- 
provident and general manager of the 

orthwestern Casualty & Surety of Mil- 
waukee. He remained with the company 
until 1924 when he was made general 
agent for the National Life of Vermont 
for Greater New York. A vear later he 
organized the Edward M. McMahon & 
Associates, Inc. general agents for the 
National Life of Vermont. 


Endowment Policies 
Showing An Increase 


SIX MONTHS PHOENIX FIGURES 


Larger Average Premiums; Disability 
Provisions More Popular; Gain in 
Single Premiums 


The Phoenix Mutual has analyzed for 
agents its business during the first six 
months of this year. 

“In that period we find an appreciable 
increase in endowment insurance,” the 
company says. 

“This is not a new departure, for 
going back to 1921 when the endowments 
were 10% of the total issue, we find the 
percentage going gradually up until in 
1926 it is 26.3% of the total issue, and 
15.4% of this was in Retirement Income. 

“This shows the trend of present day 
thought. Life insurance is no longer 
looked upon purely as a shock absorber. 
One of its principal missions today is to 
provide the wherewithal that the hus- 
band and. wife may together enjoy in 
later life the fruits of their industry. 
The agent no longer talks of death, but 
rather of life, and that is what the Re- 
tirement Income policy means to the 
holder—an income for life. 

“There is likewise an increase in the 
amount of the average premium—due 
largely to the increase in the number of 
endowment policies—and this i increase in 
the amount of the average premium 
means an increase in the commission for 
the agent. 

“Disability and double indemnity pro- 
visions are increasingly popular and are 
attached to more than half of the pol- 
icies issued. 

“Single Premium and Annuity policies 
continue to show large increases. The 
gain in single premiums: was 55% in 
July over July of a year ago, and to 
date there is a gain of 42% over seven 
months of 1926. 

“We have already called attention to 
the targe number of selective risk poli- 
cies, 60% of the total issues in the first 
six months being on selective risk appli- 
cations and 22.8% of the amount of 
these selective risk applications were on 
the retirement income plan.” 





NEW WAVE FOR WTIC 

WTIC, the radio broadcasting station 
of the Travelers, has been granted a 
more favorable wave length upon which 
to send. Beginning tomorrow, the sta- 
tion will use 535 metres instead of 475.9. 
It is expected that ‘this will eliminate 
interference with WJZ, New York. The 
station is located in the home office 
building, Hartford. 





Coolidge Rumor 
(Continued from page 1) 


nized and generally approved policies 
have won for him the confidence and 
high respect of the whole country. 

“Life insurance in«the United States 
has a larger income and deals directly 
with more persons for their definite wel- 
fare than does the general government. 


The men who are outstanding heads of ° 


the great life companies are men with 
all the distinguishing abilities that would 
fit them for the presidency of the United 
States. So that there would be no 
derogation in dignity for an ex-Presi- 
dent to become a Life Insurance Presi- 
dent. And he would find ample use for 
all his political, economic, executive and 
administrative experience, free from the 
conflicting pressures that make wreck of 
nerves. 

“We should say that any company se- 
curing Mr, Coolidge’s signature on the 
dotted line for ‘promotion’ to its presi- 
dency would be handing itself millions 
of increased income for the future, and 
that the salary of $100,000 would be a 
cheap exchange. Still, we doubt if the 
presidency of the United States has yet 
done with Calvin Coolidge.” 
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They Talk the Same 
Language 


Nothing contributes more to the development 

of efficiency in any organization which appeals 
to the public, than a clear understanding between 
representatives in the field and Home Office 
Executives. 


In a life insurance company, the Home Office 
must know the agent’s problems, if they are 
to be dealt with fairly and effectively. 


Nylic Agents have no difficulty in making their 
field problems understood at the Home Office. 


And this is not strange; for the majority of the 

Executive Officers, including the President, 
have had practical experience in field and Branch 
Office work. 


So they “talk the same language”— field men 

and executives alike. And you don’t hear 
Nylic Agents saying, “Our officers can’t get the 
agent’s point of asia enmneed they have never had | 
field experience.” 


Common experience begets mutual 
standing which in turn begets confidence; ar 
confidence begets strength. 


There is probably no life insurance company 
between whose Field and Home Office there 
exists a more frank and cordial Telationship, due 
largely, no doubt, to this 
sympathetic bond of com- 
mon experience. 


“Is it any wonder that, meas. 
ured by usual standards, 
Nylic agents are indust- 
rious, persistent, satis- 


fied and happy””’ . 





i New Home Office Building now being 


—— on the site of the famous 
old Madison Square Garden 


NEW YORK LIFE INSURANCE COMPANY 
346 BROADWAY, NEW YORK 


DARWIN P. KINGSLEY, President 
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SYRACUSE-UTICA CHANGES 


Aetna Life Appoints O. B. Herrick m 
Old Agency and Leicester D. 
lous in New One 
The Aetna Life has divided its Syra- 
cuse territory which consisted of nine- 
teen counties. To be general agent at 
Syracuse Kendrick A. Luther announces 
the appointment of O. B. Herrick, suc- 
ceeding Herrick & Churchell, Mr. 
Churchell having gone to Louisville as 
successor to S. M. Burbank. At Utica 
Leicester D. Clous, who was made an 
agent of the Aetna Life in 1910, has 

been made general agent. 





DAILY PAPER ON LIFE SALES 


Nowhere Near Being Its Peak, Says 
Hartford “Courant” in an Edi- 
torial This Week 

The Hartford “Courant” this week 
comments on some figures of the Asso- 
ciation of Life Insurance Presidents rel- 
ative to paid-for business in July. It 
Says: 4 
“Great as has been the growth of the 
life insurance business in this country, 
there is no reason to suppose that it is 
near its peak in sales. It should go on 
to new heights, even if there is an oc- 
casional temporary setback that cuts a 
small figure in the grand total. It is 
no longer necessary, as a rule, for an 
agent to argue at length with a pros- 
pect as to the importance of carrying 
life insurance. The candidate for life 
insurance is usually fully aware of its 
importance to himself and his family. 
The chief questions he has to answer 
tlate to the company in which it is to 
be placed, the kind of insurance best 
adapted to his particular needs, the 
amount he can afford to carry and his 
own ability to pass the physical exami- 
tation. 

“Life insurance today is much more 

attractive to the average man, with its 
loan and surrender values and other 
modern features, than in the old days 
when the policy was payable only after 
death. Today the proceeds of the life 
Isurance policy have done much to 
better the conditions of American life, 
as well as providing protection for wife 
and family and assuring their financial 
independence in the years following the 
death of the man who has been far- 
sighted enough to make this provision 
for their support. 
. “Hartford has big and prosperous life 
insurance companies that are among the 
leaders in the business and it takes 
Pride in the fact that it is their home 
and that they, with our fire and other 
Msurance companies, combine to make 
it the ‘Insurance City’.” 


TWENTY-FIFTH ANNIVERSARY 
Assistant Superintendent Jacob Mos- 
ow, of Brooklyn, this month observed 
he twenty-fifth anniversary of his en- 
rolment as a representative of The Pru- 
tential by leading all the assistant su- 
printendents of the company in yearly 
dinary Net Issue, including the week 


ff August 1. His abniversary was 
ugust 8. 





bffice of the Twentieth 
en able to get splendid allsround re- 
ts, In one week he had a& $125 writ- 
8 a fine percentage of collections, 


wenty-five monthly and intermediate 
PPlications. 


ntury Life, has 


Manager Sayer, of en Washington 














second year. 
estate. 
active. 


all death losses. 


TWENTY-ONE YEARS OF 
SERVICE | 
(Organized July 2, 1906) 
ACHIEVEMENTS 


Over 90 millions in force. 
Over 14 millions in assets. 
Never contested or compromised a death claim. 


No surrender charge now made with cash values 


Midland assets do not 
Increased dividends to policyholders made retro- 
. More dividends to policyholders than the total of 


Interest earnings 5.87% with an average mortality 
ratio since organization of 35.9, -. 

9. Paid all war losses in‘full without-obligation to 
do so and returned all extra war premiums. 


General Agency opportunities in Illinois, Indiana, Michigan, 
Pennsylvania, New Jersey, Maryland, Virginia, West Virginia 
and California. 


The Midland Mutual Life Insurance Co. 
COLUMBUS, OHIO | 


“Its Performances Exceed Its Promises” 


echeilin cnn dallas of real 


Ms 























PRUDENTIAL PROMOTIONS 


The following Prudential agents in — 


Division E, Industrial, have recently been 
promoted to be assistant superintend- 
ents: Lester S. Helper, Dubois; William 
J. Leonard and Ellis Katz, of Pittsburgh 
Nos. 2 and 3, respectively; James S. Me- 
Cafferty, Johnstown; Raymond S. Wal- 
entowski, Erie; Robert F. Fenwick, 
Washington, and Harley L. Bell, Oil 
City-Franklin. Promotions to the rank 
of assistant superintendent are an- 
nounced by Division K as follows: Potts- 
ville District—Frank E. Steinert, for- 
merly an agent of the Tamaqua. assist- 
ancy, assumed charge of the Schuylkill 
Haven, Pa., assistancy. Harrisburg No. 
2 District—Raymond S. Moyer, formerly 
an agent of the Lebanon assistancy, be- 
came assistant of that staff. 


OVER 1,000,000 PIECES OF MAIL 

In 1926 the Penn Mutual mailed over 
558,000 pieces of mail to its agents alone, 
plus 568,000 individual letters to non- 
agents and 4,000 pieces of air mail. The 
department of applications: and death 
claims made 102,000 photostats for the 
year. 


HUBBARD MADE MANAGER 

Charles J. Hubbard has been made 
manager of the home office agency of 
the Commonwealth Life of Louisville. 











The slogan adopted by the field force 
of the Western and Southern Life for 
the remainder of the year is “1,000 Ordi- 
nary for Every $1 Industrial.” 


: SALARY SAVINGS 
The following general agents of the 
Penn Mutual Life have been selling sal- 
ary. Savings 27" 7 t+, 
W. A. Alexander & Co., Chicago; J. 
Walker Godwin, Minneapolis; Fischer & 
Fischer, St: Louis ;* McWilliam -& Hyde,, 


New York .City; Home’ Office ‘Agency,}: ’ 


Philadelphia; M. R. Miller & Son, Ro- 
chester, -N. -¥:;--C. -f.-Tredell,, Cincinnati} 
A. E. Rumsey, Waterloo;:Bolling Sibley, 
Memphis. Set oe ere ee ‘ 


~ ' v 
. Pee ‘ 4 
a i 





ARREST’ I. G. LONDERGAN:. , 
Charged with a $925,000. fraud «in the’ 


promotion of -a ‘life: insurance company, 


and an-auxiliary<loan and investment. 
company at Waterloo,: Ia:, Ivan G. ‘Lon-| 


dergan, who wa$-indicted by the‘ United!’ 


States grand jury af Dubuque, Towa, ‘last 
December ~-on’-a’ tharge ‘of using the 
mails to defraud, has been-:.arrested at; 


Fargo, ‘N:_D., ‘Chief> Postoffice Inspector, ' 


Reiter in - St, Louis, Mo., has been in- 
femme; ein isis. 

Londergan has been sought by the 
Federal operatives since his indictment. 
His arrest was brought about.through a 
circular sent out by the Post Office De- 
partment recently. 





The Central ‘Life of Illinois and the 
Great Northern Life have revised their 
disability clauses. 


sport. with 


Chicago Themes of 
Production Officers 


WILL TELL OF AGENCY VISITS 


Conservation Alsc to Command Atten- 
tion; Agency Officers and Bureau 
Both Doing Constructive Work 


The Association of Life Agency Offi- 
cers is eleven years old. The Life In- 
surance Sales Research Bureau is six 
years old. Both are going strong and 
their joint annual meeting will be held 
at the Edgewater Beach Hotel, Chicago, 


the first week in November. H. H. 
Armstrong will be chairman of the 
Agency Officers meeting and M. A. Lin- 
ton, Provident Mutual, chairman of the 
Research Bureau meeting. Two of the 
best men in the business. 

_The executive committee of the Asso- 
ciation of Life Agency Officers follows: 

M. Albert Linton, chairman, Provident Mu- 
tual; W. J. Arnette, vice-chairman, Volunteer 
State; Robert K. Eaton, John Hancock; James 
A. Fulton, Home of New York; W. W. Jaeger, 
Bankers of Iowa; O. J. Lacy, Minnesota Mu- 
tual; K. A. Luther, Aetna; James W. Simp- 
son, Sun of Canada; _W. Stevens, Illinois. 

This is the executive committee of the 
Life Insurance Sales Research Bureau, 
which, by the way, has had a large num- 
ber of new members: 

H. H. Armstrong, chairman, Travelers; E. J. 
Harvey, vice-chairman, North American; Lori- 
man .. Brigham, National Life; Robert K. 
Eaton, John Hancock; Alexander Mackenzie, 
Manufacturers; James A. McVoy, Central 
States; Walter T. O’Donohue, Jefferson Stand- 
ard; R. W. Stevens, Illinois; Frank H. Sykes, 
Fidelity Mutual; John Marshall Holcombe, Jr., 
secretary-treasurer. 


Convention Themes 

The theme of the Agency Officers is 
—three guesses? Guess “The Agency 
Officer—His Job” and you win. It will 
review this subject from these angles: 
When and how and where shall these 
officers visit agencies, new and old? 
What shall be the material reviewed 
before the trip? How much time shall 
be spent with the agencies? What in- 
formation for future use shall be gath- 
ered during the visit? What new agen- 
cies shall be visited ? How is time passed 
with the agent after the officer has fi- 
nally reached his town? How shall the 
time of the Home Office Supervisors be 
adjusted to -permit of the visits? 
~The :writer has often wondered what 
the agency officer does when the agent 
starts to’ tell him ‘a long-winded story 
about a case? That is a favorite indoor 
the agent’ and sometimes 
these stories are a test of patience, .es- 
pecially’ “if. -the - point—when ~- finally 
reached—-contained nothing -new, or the 
agency officer recognized the- point fif- 
teen-_mainutes -before the- agent reached 
the end, of his story. . 
afi ott -- Accommodating ; 
-:An-agency officer in talking with The 
Eastern’ Underwriter this week said: 
»“*When' an agent starts telling me how 
he ‘closed some’ difficult ‘case and really 
gets’ wound ‘up, ‘I -light-a ‘cigar, settle 
down ‘as comfortably’ in ‘my chair. as 
possible; atid tell ‘him to- shoot.’ Once in’ 
a while thé story is worth hearing: as it 
contains a-novel ‘idea; sometimes -I- think 
the ‘He said’ and ‘I said’ are interm- 
inable; occasionally the story is told 
just to show me what a clever person 
he is.” 

. The reporter asked the agency offi- 
cer’ if he ever took the agent to the 
movies. 

“I have even taken them to chicken 
fights,” he responded. “Once an agent 
asked me to go to prayer meeting with 
him and I did. I prayed that he would 
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make good. When I am in the new 
gencral agent’s town and there especially 
to visit him | am in his hands and he 
can do anything with my time that he 
wants to. We had a general agent once 
who was keen on checkers and I had 
lots of fun letting him beat me.” 


Definite Methods Which Win in 


Agencies 


But to get back to that program an- 


other subject to be discussed by the 
Agency Officers is “Employment of 
Definite Methods in Agency Office.” 


This includes education, standard ap- 
proach, use of prospectus book, prelim- 
inary interviews, daily reports, daily 
check-up, weekly audit, use of time and 
equipment data, agency meetings and 
what have you? If the man who fixed 
up that part of the program slipped up, 
on anything the suggestion as to what 
else can be covered can be sent either 
to H. H. Armstrong or to John Marshall 
Holcombe, Jr., and maybe it will be 
inserted if there is time enough in the 
discussion. 


The Bureau’s Program 

The Research Bureau’s program is 
keyed to conservation, which is about 
the biggest problem in the business. If 
agents used a tenth of the effort in 
conserving business that they do to put- 
ting new names on the books, the agency 
officers wouldn’t have wrinkles in their 
faces. The Bureau has been doing some 
pretty good research work into conser- 
vation and if enough attention is paid 
to their findings there will be less lap- 
sation. 

While on the theme of conservation 
there is a sub-divisional discussion on 
ways in which Home Offices may assist 
field:men in conserving business. Any- 
thing vital and new on that subject will 
be given as warm a welcome as Mayor 
“Jimmie” Walker of New York has been 
receiving in Ireland. 

The last feature on the Research Bu- 
reau’s program is a report on study-of 
how life insurance may be described to 
the public through advertising and -sim- 
ilar channels. That section of the pro- 
gram will be worthwhile or not in the 
exact proportion of facts given in con- 
trast to opinions expressed. If some of 
the speakers answer the assault on vice- 
presidents of life -companies made -re- 
cently by “Advertising and Selling” be- 
cause the life companies are not: adver- 
tising enough it ought to be interesting. 

The banquet will be held on Tuesday, 
November 1. If it is’ as good as the 
two last ones, everybody will be satis- 
fied. 

Both Associations Doing Well 

Both the Agency Officers Association 
and the Research Bureau are doing 
good, constructive work. The belief in 
some quarters that the Agency Officers 
would eventually exhaust all subjects 
available for discussion in their conven- 
tions petered out as there are always im- 
portant things to talk about. The 
Agency Officers’ Association does not 
pretend to strike a note of 100% nov- 
elty. It would not be so foolish. There 
is plenty to say about the problems ever 
with the production offices. One might 
just as well observe that there is noth- 
ing new about the weather, but that’s 
a subject which will never grow thread- 
bare when it persists in raining so much 
on week-ends and holidays. As long as 
such men as Armstrong. Linton, Steven- 
son, Harris, Eaton, Steiner, Arnette, 
Stevens, Sykes, Luther, Hastings, Lang- 
muir and others of their caliber are on 
the job, intelligent discussion will not be 
found wanting. 

As for the Life Insurance Sales Re- 
search Bureau, born in Pittsburgh, tem- 
porary habitat of New York and now a 
fixture in Hartford, that energetic insti- 
tution has not yet found difficulty in 
finding problems to engage its attention 
and upon which it has been able to 
throw light. It has been a real aid to 
managers and general agents as-well as 
to-the Home Offices. In John Marshall 
Holcombe, Tr., the Bureau found the 
round peg for the round hole. 

He’s a hard, common sense worker 


who knows-in what direction he is going. 


.CENTRAL LIFE CHANGES 





W. H. Lemons Made Manager Southern 
Illinois Territory; Charles J. Watts 
Appointed General Agent for Mont. 

A number of changes in the field staff 
of the Central Life have been made dur- 
ing the week. W. H. Lemons has been 
made manager of the southern terri- 
tory of Illinois, with headquarters at El- 
dorado, and Charles J. Watts, formerly 
a bank examiner in North Dakota, has 
been appointed general agent for Mon- 
tana, with headquarters at Great Falls. 

Another appointment made is that of 
Benjamin L. Goodheart, who was for 
many years Pacific coast director of the 
Modern Woodmen of America, as man- 
ager of the northern California district, 
who will assist Matthew Walker in the 
development of the southern California 
territory. 

It has also been announced that Frank 
Prichard, manager for eighteen years at 
La Salle, Ill, for the Central Life, has 
formed a partnership with Fred Sauer, 
formerly a bank cashier at Rutland, IIL, 
under the firm name of the Prichard- 
Sauer General Agency, with headquar- 
ters at La Salle. 





L. H. ANDREWS ABROAD 


L. H. Andrews, New York manager of 
the Phoenix Mutual, is in Europe. 
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THE BERKSHIRE LIFE INSURANCE COMPANY 


founded in 1851, has just completed its Seventy-Fifth Anniversary, with a substantial 


increase in new business over 1925. 


All previous records have been shattered. This 


great expansion is due in marked degree to the splendid spirit of co-operation between 


the Home Office and the Field Force. 


Men contemplating entering the life insurance business would do well to communicate 


with this fine old Massachusetts company before deciding. 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
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EIGHTY-FOUR YEARS 


Honorable Dealing with the Public, Through 
an Agency Force of Selected and Trained 
Men, has Formed the Character that Explains 


our Reputation. 


New England Mutual Life Insurance Co. 


Boston, Mass. 
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HE Missouri State Life is proud of its 35 years; proud of its record of 
T achievement, and especially is it proud of its present position in the list 
of America’s great insurance Companies. 

and one of the fastest growing Companies in the Country. 
more than doubled in the past five years. Its assets have nearly trebled. 


The Company today has more than $700,000,000.00 of life insurance in_ 


force. It is the largest life insurance Company in the great southwest. 


It is one of the leaders— 
Its business has 


The spirit of progress which characterizes the Missouri State Life and which 
is responsible for its remarkable growth is the result of broad vision and wise 
The men who control the Missouri State Life are men of wide 
experience, men who are accustomed to big scale business—great Commercial 
and Industrial leaders of the Country. 


It is this spirit of progress that has made the Missouri State Life the great, 
outstanding Company that it is—A great Company daily growing greater. 
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Three Dhartove of a Billion Before the Year Ends! 2 


$700,000,000! 
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Missouri State Life Insurance Company | 


M. E. SINGLETON, President 
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New Branch Offices of 
Peter M. Fraser Agency 


NEW YORK CIRCLE IS WIDENED 

John M. Fraser and C, J. Zimmerman 
Will Run New Offices of Connecticut 
Mutual Metropolitan General Agency 





The P. M. Fraser Agency of the Con- 
necticut Mutual in New York, which has 
always stood high among the leaders of 
the company in paid-for volume, made a 
move last week to extend its operations 
into four counties outside of New York 
City, thereby giving the agency even a 
greater opportunity for expansion. 

Under the new arrangement the Fraser 
Agency will have charge of the counties 
of Rockland and Westchester, New 
York, and Fairfield and Litchfield, Conn. 
Two branch offices are'to be opened at 
once, one to be in Westchester County 
and the other at Bridgeport, Conn. 

John M. Fraser, associate general 
agent, will handle the new territory, as- 
sisted by Charles J. Zimmerman, assist- 
ant manager of the agency in charge of 
sales. Plans are now being formulated 
to make agency appointments as rapidly 
as the territory can be organized. 

The Connecticut Mutual’s decision to 
assign the four counties to the Fraser 
Agency is considered in life insurance 
circles here as a personal tribute to the 
splendid record of its general agent, 
Peter M. Fraser. Heretofore the coun- 
ties have been managed by a number of 
small agencies but has never been or- 
ganized as a unit. Mr. Fraser has dem- 
onstrated that he has real organizing 
ability. He has increased its paid-for 
production from $8,000,000 in -1922, when 
he became its exclusive agent, to $19,000, - 
00 in 1926. This year his agency is go- 
ing along at a $25,000,000 clip and is now 
about 10 to 15% ahead of last year’s 
mark for the same length of time. 

John M. Fraser writes a large produc- 
tion de spite the fact that recently he has 
been giving considerable time to organi- 
zation work. During the World War 
he served in the Navy after which he 
entered his brother’s agency in Brook- 
lyn, He was appointed supervisor of 
agents. \lr. Fraser has an unusual com- 


brehensive knowledge of life insurance 
and how it should be sold. 

Mr. Zimmerman came into life insur- 
ance in May, 1924, as executive secretary 
of the Life Underwriters Association of 















New Yor! 
Dartmouth 
and succes 
tivities, 


after his graduation from 
College, where he was active 
sful in promoting college ac- 


He made a hit with the New York 
fraternity ‘rom the start and in his first 
year stag’ a clever membership contest 
Which br: cht in more than one hundred 

Bew members. After a few years in this 
Post, Mr. Zimmerman attracted the at- 


tention of 
lM as ass} 
charge of 


\lr. Fraser, who brought him 
int manager of his agency in 

les. Possessed with a pleas- 
Ng persoiality and lots of initiative, he 
Should make a success of his new work. 


—_—_—___[=E=EU 














New England Mutual Life 


Phone 


Cortlandt 
2030 


“For nineteen years the brokers’ office” 


BALDWIN 


5 Maiden Lane 
5th Floor 
5 Seconds from Broadway 














MASTER MECHANIC 
Benj. D. Chamberlin Joins John Hancock 


Forces in Rochester, N. Y.; Scien- 
tific Researcher of Fine Reputation 


Benjamin D. Chamberlin, a master me- 
chanic of the Geophysical Laboratory in 
Washington, D. C., formerly mechanical 
engineer with the Eastman Kodak Com- 
pany, has become associated with the 
John Hancock through General Agent 
Frank S. Baxter at Rochester, N. Y. 

While in Washington, Mr. Chamber- 
lin perfected many intricate devices for 
scientific research. His outstanding 
achievement was a nitrogen gas ther- 
mometer by which temperatures as high 
as 1600 degrees Centigrade were ac- 
curately determined. In 1908, during his 
years with the Corning Glass Works, 
when all incandescent bulbs were blown 
into separable molds and no machines 
had been perfected for doing this work 
automatically, Mr. Chamberlin evolved 
the principle by which 90% of present- 
day electric light bulbs are made. 

During his eleven years’ association 
with the Eastman Kodak Company, 
some of his most important work cen- 
tered about the airplane camera with 
which the first mosaic city map of Roch- 
ester was made. His activity in the 
Rochester Art Club received recognition 
when one of his pictures was awarded a 
certificate of merit at the International 
Exhibit held in London. 








CAN WRITE AS WELL AS TRAIN 


Benjamin Alk of the McWilliam & 
Hyde agency of the Penn Mutual, New 
York, ranked sixth among all of the per- 
sonal producers of the Penn Mutual in 
volume of paid-for business during the 
month of July. In addition to the sub- 
stantial volume of business he writes 
Mr. Alk is also in charge of the train- 
ing of new men for his agency, for 
which he is peculiarly fitted, having been 
formerly an instructor at the Pace and 
Pace Institute. 


$95,747.50 SINGLE PREMIUM 





Placed by Jacob Samuels Through 
McWilliam & Hyde; Policy Was 
an Ordinary Life 
Jacob Samuels of 45 West 45th street, 
recently placed through McWilliam & 
Hyde, general agents, Penn Mutual Life, 
285 Madison Avenue, New York, a Sin- 
gie Premium Ordinary Life policy for 

$250,000 with a premium of $95,747.50. 

This was a business insurance case, the 
details of which were worked out by 
McWilliam & Hyde, in co-operation 
with Mr. Samuels, and the premium 
check was the largest yet received .by 
that agency for insurance placed solely 
with the Penn Mutual. 

Mr. Samuels writes a substantial vol- 
ume of life insurance each year and at 
present is enjoying a vacation at Tan- 
nersville, N. 





SHOVE WITH HEARTMAN 


Henry M. Shove, formerly a district 
manager for the Equitable Society at 
Pasadena, Cal., has resigned to join the 
Union Central ‘Life as assistant manager 
to Roy H. Heartman, the newly appoint- 
ed Union Central manager at Los An- 
geles. Mr. Shove’s unit of paid-for busi- 
ness was $1,782,000 for the year 1926. 
He was for five years associated with 
Mr. Heartman in Iowa as district man- 
ager at Cedar Rapids, where he rebuilt 
a unit from almost nothing into a mil- 
lion and a half. He was _ transferred 
from there to California by the Equi- 
table. 





L. A. KEY MANAGER 


Lloyd A. Key has been appointed 
branch manager of the Southland Life 
in Qklahoma, succeeding Larry R. 
Vaughan. Mr. Key has been connected 
with the company as special field repre- 
sentative for four years, working out of 
the home office at Dallas, Tex. 


Mellor President Of 
Quarter Million Club 


PROVIDENT MUTUAL HONORS 





Paid For $1,280,000 In Company From 
February 18th to June 30th; Dr. H. 
H. Brown Joins His Office 





When the Provident Mutual’s General 
Agency Asscciation meets in Colorado 
Springs the first week in September, 
followed by a meeting of the Quarter 
Million Dollar Club of that company, 
Sigourney Mellor will be given a high 
hcnor as he has won the presidency of 
the Quarter Million Dollar Club. 

On February 18 Mr. Mellor, who was 
associate general agent here of the 
Prcvident, and was secretary of the Life 
Underwriters Association of New York, 
decided to concentrate on production for 
the Provident in Philadelphia where Mr. 
Mellor has his offices. The club year 
of the company is from July 1 to June 
30. On May 4 Mr. Mellor had qualified 
for the Quarter Million Dollar Club. 
By thé end of June he had won the 


presidency of the club by a paid-for pro- 
duction of $1,280,000. 

Dr. Henry H. Brown, who is general 
agent of the Penn Mutual and the State 
Mutual in Philadelphia has become asso- 
ciated with Sigourney Mellor & Com- 
pany. 





M. E. WINSOR’S EXPERIENCE 


M. E. Winsor, an agent of the New 
York Life, has placed $150,000 insurance 
on a family of eleven children. He fol- 
lowed that up by writing a family in- 
cluding nine children in Milwaukee. 


McMahon’s New Post 


(Continued from page 7) 
as of insurance companies and their pro- 
fessional representatives in the solution 
of insurance problems.” 


Wide Field 


The field of activity which will be open 
to the new department is practically un- 
limited in the opinion of Mr. Babcock. 
When it is considered that economists 
estimate the probable capital value of 
the nation’s lives in a given year is more 
than thirteen hundred billion dollars and 
the total life insurance carried by the 
people in that year was only 3.2% of that 
value, it is easily conceivable that there 
is ample opportunity for the institution 
of life insurance to develop insurance 
that will increase the percentage of pro- 
tected lives. Indeed it has been scien- 
tifically estimated that if the growth of 
insurance proceeds only as rapidly as it 
has during the past three decades, by 
1950 there will be 360 billion dollars of 
insurance in force in this country instead 
of only 80 billion dollars today, said Mr. 
Babcock. 
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behind the closed door. 
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crest arousing” letters. 
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plan to a specific individual. 
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‘ our valuable time is not taken up with the details of the letters. 
the mechanical operations are carried out at our Home Office. 


Lincoln National Life salesmen are enthusiastic over the results obtained. 
t is helping them to sell more insurance. 


SELLING BEHIND THE CLOSED DOOR 


are confronted each day with the problem of reaching the man 


The 1 Lincoln National Life representative has the door opened by a series 
Each letter is designed to present an insur- 
It is tailored to fit your ‘particular 
Prospect—to accomplish a definite result. 


All 
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The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building 


More Than $485,000,000 in Force 


Fort Wayne, Indiana 
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Pennsylvania 





Provident Mutual 


Life Insurance Company of Philadelphia 





The Provident has worked out a practical plan 

by which the Home Office, through an Edu- 

cational Supervisor, is assisting in the devel- 
- opment of new agents. 


Founded 1865 























Page 12 







a 


THE EASTER 
UNDERWRITER 











August 26, 1927 








Sweeping Queries of 
California Licensees 


REBATING AND TWISTING DATA 





State Wants to Make Sure That 
License Applicants Are On 
the Level 





A new form of insurance agents’ li- 
cense blank became effective in Califor- 
nia on August 2. Thirteen questions 
must be answered. Some of them lead 
just a little further than the blanks in 
use in other states. The new form is re- 
garded as an improvement over what 
was used formerly in California. Some 
of the questions follow: 

State in detail your experience in the 
life insusance business, giving: (a) 
Length of time so occupied and whether 
exclusively or not, giving dates; (b) Ap- 
proximate amount of life insurance sold 
by you and paid for during the year; (c) 
Amount of premium thereon; (d) Num- 
ber of policies written; (e) If you have 
been an agent of any other company 
than herewith applied for, specify the 
names; (f) Has a license for you ever 
been refused, suspended or revoked by 
the insurance department of any state 
or by a court? If so, give particulars; 
(g) Does any insurance company or gen- 
eral agent for whom you have done busi- 
ness now claim indebtedness against you? 
If so, to what extent? $......... What 
provision is made for repayment or set- 
tlement? 

Are you engaged in any business other 
than insurance? If so, state nature of 
such business and name under which 
such business is conducted. 

Do you understand that it is unlawful 
for you to receive from any company or 
agent commissions when you are not duly 
licensed to receive same ? 

Do you’ understand that it is unlawful 
for you to divide commissions received 
by you, with anyone not licensed to re- 
ceive same? — 

Do you understand that it is against 
the laws of California to misrepresent 
the terms or conditions of any policy or 
contract of insurance? (a) Or to rebate 
any patt of premiums or commissions, 
or to attempt to twist any policy. of in- 
surance by misrepresentation ? 

Do you understand what constitutes a 
rebate under the laws of California? (a) 
Give an illustration. 

Do you understand what constitutes 
“twisting,” under the laws of California? 

Do you intend to engage in business as 
an insurance agent to do an insurance 
business with the general public? 

Are you actuated principally in apply- 
ing for an insurance agent’s license by 
the prospect of insuring the life or 
health of yourself? (a) Or that of a 
relative? (b) Or that of an employer? 
(c) Or that of a single person? (d) Or 
that of a corporation? 

It is my intention to steadily carry on 
in good faith the occupation of ‘an in- 
surance agent and I do not seek a license 
as insurance agent for the purpose of 
avoiding or preventing the operation or 
enforcement of any insurance law of this 
state. 

I have a reasoable knowledge of the 
life insurance business and particularly 
the kinds of contracts I intend to nego- 
tiate, or will get the necessary instruc- 
tions within thirty days from date of this 
applicaion. 





BUYS BUILDING FOR $1,500,000 

The Central States Life of St. Louis, 
Mo., has acquired as an investment the 
$1,500,000 six-story Kinloch Building, 
northwest corner Tenth and _ Locust 
streets, St. Louis, Mo. 

The property was purchased from the 
Bellco Realty Company which in Feb- 
ruary bought the building from the 
Southwestern Bell Telephone Company. 

The Central States Life gave in part 
payment for the building two contiguous 
plantations aggregating 3,400 acres near 
Onward, Miss. The purchase is subject 
to a deed of trust for $900,000, 

















THE NEW WAY 


—Organized Service— 
THE KEANE-PATTERSON AGENCY 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 
225 West 34th Street, New York City 





Telephone: Chickering 2383-8 

















Judge E. H. Gary’s Will 
44 Press Columns Long 


READ BY LOCAL UNDERWRITERS 





Famous Lawyer Gives Good Advice To 
Beneficiaries; Makes Trust Com- 
pany His Executor 





In view of the remarkable position in 
law as well as in business held by the 
late Judge E. H. Gary, who was chair- 
man of the board of directors of the 
United States Steel Corporation, life 
insurance men all over New York read 
his will with great interest. It was filed 
for probate with the Surrogate of Nas- 
sau County and disposed of bequests 
amounting to $2,600,000. The estate will 
reach about $25,000,000 and most of it 
goes to the family. 


The will took up four and-a half col- 
umns of the New York “Times.” The 
New York Trust Company was named 
to execute the will, and the sections 
which most interested insurance men 
follow: 


“T earnestly request my wife and my 
children and descendants that they 
steadfastly decline to sign any bonds or 
obligations of any kind as surety for 
any other person or persons; that they 
refrain from anticipating their income 
in any respect; that they refuse to make 
any loans except on the basis of first- 
class, well-known securities and_ that 
they invariably decline to invest in any 
untried or doubtful securities or prop- 
erty or enterprise or business. They 
should reject any representations or 
opinions of others if involved in any 
doubt. They will be approached fre- 
quently with suggestions for investment 
that are not entitled to be relied upon 
from a business standpoint. 


“T hereby direct that no legatee, de- 
visee or beneficiary of a trust under this 


will shall ever, under any condition, be 
permitted to anticipate, convey, assign, 
mortgage, encumber or charge any leg- 
acy, devise or income payable to him or 
her under this will, or any part thereof, 
before it is due and payable; and that 
if any legatee, devisee or beneficiary of 
a trust anticipates, conveys, assigns, 
mortgaged, encumbered or charged, or 
or her legacy, devise or income, or any 
part thereof, or attempts so to do, then 
such legacy, devise or income, or part 
thereof so anticipated, conveyed, as- 
signed, mortgaged, encumbered. or 
charged, or attempted to be anticipated, 
conveyed, assigned, mortgaged, encum- 
bered or charged, shall thereby and 
thereupon be forfeited, and I hereby 
give, devise and bequeath such legacy, 
devise or income, or part thereof, share 
and share alike, to such of my residuary 
legatees, or their descendants, as_ shall 
not have violated this provision of my 
will, per stirpes and not per capita.” 





BANQUET INSTEAD OF PICNIC 





Lansing Insurance Men Of All Divisions 
Decide There Are Too Many 
Outdoor Affairs 


Plans for a big general insurance pic- ’ 


nic such as has. been a most successful 
event of the past two summers have 
been abandoned this year by insurance 
men of Lansing, Mich., in favor of a 
scheme for a banquet of all local insur- 
ance forces to be held sometime in Oc- 
tober. 

Both the Lansing Association of Fire 
and Casualty Underwriters and _ the 
Lansing Association of Life Underwrit- 
ers had been considering the picnic plan 
but committees found considerable 
sentiment against the proposal because 
of the fact that a number of the large 
itisurance organizations here hold sep- 
arate outings of their own and so would 
not feel like supporting a general picnic 
in addition. 





THE VERDICT 


Your success as an underwriter depends upon the verdict brought in 
by the greatest jury in the world—the American public. For seventy-six 
years the Massachusetts Mutual has been building up a nation-wide 
reputation. Its friends are everywhere and are ever ready to testify to 
the efficient service that it always renders. There is no better company 
to buy from and none better to represent in the Field. 


JOSEPH C. BEHAN, Superintendent of Agencies 
Massachusetts Mutual Life Insurance Company 
Springfield, Massachusetts 


More than a Billion and a Half of insurance in force 














Are Stock Reserves 
“Invested Capital” 


TEXT ON QUESTION COMING 





Court Ruling On Excess Profits Tax 
Interpretation To Be Sought By 
Individual Companies 





Litigation by individual life insurance 
companies to test in the courts the ques- 
tion of whether reserves of stock life 
insurance companies constitute “invested 
capital” within the meaning of the Fed- 
eral excess profits tax laws is probable 
as the result of a revision by the United 
States Treasury Department of its reg- 
ulations on that point. 

The Treasury Department has taken 
the position that the reserve funds of 
stock life insurance companies are not 
to be treated as invested capital, al- 
though mutual life insurance companies 
have that privilege. 

E. E. Rhodes, vice-president of the 
Mutual Benefit, representing the Asso- 
ciation of Life Insurance Presidents, and 
Claris Adams, secretary and_ general 
counsel of the American Life Conven- 
tion, had endeavored to have the Treas- 
ury Department regulations so revised 
as to include stock companies on_ the 
same basis as mutual companies so far 
as reserve funds are concerned. 

Messrs. Rhodes and Adams appeared 
before the Treaury Department on two 
occasions early this year, and they also 
filed a brief in support of their conten- 
tion that stock companies are logically, 
and in the spirit, if not to the letter, 
within the holding of the United States 
Supreme Court in the case of Duffy vs. 
Mutual Benefit Life. 

In a ruling promulgated the past week 
the Treasury Department rejected the 
claims of Rhodes and Adams on behalf 
of the stock companies, but did. place in 
the same group with mutual companies 
stock life insurance companies whose 
shares are trusted for the benefit of pol- 
icyholders, 

In a bulletin to its member compa- 
nies the Americar Life Convention ad- 
vises independent litigation to establish 
in the courts that stock company re- 
serves are “invested capital.” 





TRIBUTE TO S. W. BALDWIN 


The directors of the Mutual Benefit 
pay the following unusual tribute to the 
late Samuel W. Baldwin, former vice- 
president of the company: 

“As boy and man he was faithful to 
every duty, constant in attendance, dili- 
gent in application, effective in execu 
tion; a model clerk, officer and executive, 
whose example spread its uplifting in- 
fluence throughout the whole home of- 
fice organization. His activities as treas- 
urer and vice-president were chiefly 
concerned with the investments of the 
company, and in their selection and con- 
servation his advice and counse! were 0 
inestimable value to the company and its 
policyholders. He possessed the knowl 
edge of long contact with financial prob- 
lems, the ripened judgment of trained ex- 
perience, and the accumulated wisdom 0 
safe and sane investment practices. ls 
memory was a storehouse of informa 
tion. He had lived through periods o 
panic and prosperity. He knew no It 
terest but the company’s own. He was 
a rock of honesty. Not even failing 
health interrupted his devotion to the 
company’s affairs. During the last few 
weeks, when his waning strength must 
have been severely tried by the effort 
he continued his daily visits to the office 
and kept his contacts with his accu 
tomed duties. He was faithful even unt? 
the end.” 





VICTORY LIFE GROWING 
The Victory Life of Chicago, a com 
pany writing and managed by_ negroes 
reported an increase of 58% in_ insut 
ance in force since last year at its «i 
nual convention July 27-30. Darby “| 


Day, Chicago manager for the Uniot| 
Central, was the main speaker. 
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British Industrial Insurance Agents 





Their Offices Have Much Which Can Be Learned 














The Cause of Arrears 


What causes arrears? 

Here is a list of causes that any agent 
probably will be able to elaborate on, 
but it does include the principal reasons 
why policyholders fall behind in their 














A COMPANY’S CREED 





Western & Southern Life of Cincinnati 
Says Its Requirements and 
Agents Match 


Here is the anti-lapse creed of the 



































peenistaian — & Southern Life: 
Pi e S. 1eld men occasionally grumble a lit- 
x From American Practices; Producers Fall 1. Se oe the —_ - pe — tle at the company’s rE eee on ata 
5 to convince the prospect of the value an tinuou ducti 
Down If Not Closely Supervised And inmapostance oe insurance while the sale the bas Protection. They geemdes why 
is being made. ll ou deg i 
e Made To Cut Out W aste Effort 2. Failure on the part of the agent Pc soley ie: >For ey = a 
S By B to collect four weeks in advance when 4; seeking rer Rs oo 
fe rittanicus the application is written and to impress A thang ey Sy 
od y on the applicant at that time the ad- comer Sen es, Oe ee 
3 The writer of this article is a British mediocrity of the increases made proves —e .— future payments on considers satisfactory is very on pod 
le iad “i “perience the this. a four-week basis. 

insurance man of long expertence on P ‘ deed. 
ed lubastrial side, and sometimes has been The trade unions here have a very 3. Failure on the part of the agent to Thee maee--who is ‘not selllidetetaaee 
g- called the best Industrial field organizer firm grip on the Industrial insurance designate a regular day and hour for the company’s requirements fay 4 

in Great Britain. business. They dictate the policy ofthe collections (fixing the time in relation 135) has no business ; ee _ 
en © offices to a large extent. It must be con-_ to the policyholder’s payday) and to fol- Th ess in our business. 
of London, Aug. 15—Agents lose them- fessed, however, that in the past there low his schedule to the minute. thin d pa ap ” a in all 
lot selves in the details of the business—- was no great anxiety on the part of 4. Failure on the part of the agent ae poo Me a waa . wo ark ge in 
al- they cannot see the wood for the trees. managements to insure that the rank and to make a firm, courteous stand for felliage’ vathed onstitutes a satis- 
ies : ‘ pas tho file earned really good salaries. payment if the policyholder attempts to ets : 

It is rare to come across an agent who We cadnet jameme that: thee ane be put him off. But what is your own idea of a record 
the puts his time to the best advantage. anywhere more integrity than there is 5. Failure on the part of the agent + a ft agen 
s0- He messes about. A really clever fellow jn the various English boards of Indus- to put into advance payment, business Pisce i te € not satished by merely 
ind does unskilled work. trial insurance. As regards the honor- that is being transferred out of the dis- pt Oho company’s minimum re- 
oar y , ischarge of insur- __ trict. : 

“4 In clerical work annie egies ee a pee pesggpaer oe th could 6. Failure on the part of the agent You have, or should have, some re- 
as- time that should be put in at canvassing. be given. The managements are on a_ to locate, as soon as possible, business ne aemgg ee of your own which can only 
sed When we organize ourselves better ery high level. The Industrial business that has been transferred to him. esac Md seg: up a record far in 
the HB we shall pile up riches quicker. is very carefully supervised also by a 7. Failure on the part of the agent to “Wh. pe hn Pape test requirements. 
far ; i in England) un- gentleman called the Industrial Commis- limit the business written in a family at kind of a record is required so 
I worked for a time (in ngla sioner (an appointment made by the group to an amount that the breadwin- that you and your family may maintain 
red der a sales manager of the Smith Pre- state @ few youth Gane ner is able to pay for. a self-respecting standard of living? . 
two mier Typewriter Co. Finding me doing There is no doubt that the business . Temporary or permanent financial fe Bors a question of how little busi- 
also J clerical work in canvassing time he gen- js of a quite profitable character. The stringency on the part of the policy- re € company is satisfied with, but 
ten- ly lifted me in his arms and dropped criticism that the writer offers is in the holder. of how much business you must produce 
ally, entiation : direction of lack of staff training and in- From this it would seem that arrears in order to meet your own requirements 
tter, J me on a pavement in a crowded main | oer development. are largely due to “failure on the part of and responsibilities. _ 
ates thoroughfare. He was a giant in two the agent.” Well, isn't it true? In _ Itis not a om meeting minimum 
YS, = ‘inching sales and trainin seven cases out, of eight, at least, doesn’t requirements, Dut of making the most of 

— mths ae . . Chartered Agents business fall in arrears because the big opportunities. 
sale young salesmen. , (Continued from page 3) agent, whose duty it is to care for that A routine job is easy to get and easy 
the Must Be Closely Supervised ; eae business, hasn’t done the whole job? , to keep. It pays a meagre salary and 
chalf Here in England the experience is that influence, the strongest argument fo The agent who asks for four weeks’ permits only of a very modest fiving 
ce in only about one in 400 young men (taken its use that the board Pog give, = advance payments when he writes an standard, but it is presumed that you 
anies at random) will stick to canvassing ex- It should Ss bee we: Pct application and who, when the policy is are in the life insurance business because 
‘hose cept under close supervision and only  aigpsennett veh. ea ot ta fact that delivered, points out that the continu- you want to make more money than the 
pol # then when working on a salary basis. 18 sustaina vd im spite Of a hips have ance of payments four weeks in advance average job pays. 

There is little or no systematic staff confusion and a wrong ~% i the real Will provide a margin of safety in case The life insurance business pays more 
mpa- training in the insurance world—an already erage = a uinhe olteh unforseen conditions should cause inabil- money to the man who wants more 
: ae agent has to “pick up” the necessary “Certified” he potbosten? st a8 ity to pay, pate one ipaeetgier _ money badly enough to go out and work 
blish knowledge. The only staff training : nae : : vice; he merely is doing one of the for it. 

d 4 which I can think of is done by Ameri- And so on—discussion ad infinitum. | It things he is paid to do—and he is ward- 
iis : were well to bear in mind, however, . wp Talks.” 

cans, : hat the American College of Life Un- i& off arrears—"Tower Talks. 

Actually, the State Commissioners’ “re- pine fers sv prceritriteg «Hip 2 Pgs P SHOW WINDOW DISPLAY ADS 
turn” shows that there were practically @¢?W : Sie ve For the purpose of advertising life in- 
mn a: © more policies written up in England i @. National | “Associahion CofC most. -_ W. W. DODGSON PROMOTED ataden tints the clined tee caaene 
ee m 1925 than in 1913—a ridiculous posi- sowerful departments. It is one of the William W. Dodgson, assistant super- branch of the State-Planters Bank & 
ae : tion, The writer has had thirty-two on of the life insurance business that intendent of the Dayton, Ohio, district Trust Co., have offered to the Richmond 
eit years in the Industrial side of insurance has become apparent must be reckoned for The Prudential, has been appointed life agencies the use of one of their large 
ere, and has no hesitation whatever in i ooner or later. To talk in terms superintendent of the Covington, Ky. show windows. The agents will use the 
_ stating that any really good American G+ in, college, to persist in its genuine-  listrict, the appointment becoming effec- names of their companies in the display 
ecu. My once that cared to open up here and in-  o.. “to intensify its standards, will as- tive on August 15. Mr. Dodgson entered ad. Every agent taking advantage of the 
exec tensively cultivated fresh agencies, could sist in getting the machinery started on the service of the company as an agent opportunity will be entitled to use the 
cut’ BB within a few years have a thousand 4% "hasis where no retraction will be ne- ~ on February 2, 1914, in Dayton, and window for one week. 
ng é agencies throughout the country. In the cessary. The agent who seeks profes- oeeces — Foy eons until April 27, 
ne 0” B® wn from which I write 500 agencies : recognition for himself will be 1918, when he resigned to enter war ser- 
treas: could be created within three or four — he to the movement for its vice. He again returned to duty with APPOINTED INSPECTOR 
chiefly JM years and there are other towns that perfecting by contributing his help. the company as an agent on January The Conservative Life of South Bend 
of the Hi would permit of an even greater num- Meanwhile, lest he find himself linked 13, 1919, and was promoted in October, announces that William M. Ross has 
d com. @ ber being established. Always assuming to something he does not value or does 1921, to assistant superintendent at Day- been appointed home office inspector. 
vere OF @@ that the necessary competent clerical, im no credit, he would do well to be ton, Ohio, where he remained until his Mr, Ross has been in the insurance busi- 
and > mspectorial and supervising staffs were patient withal. recent promotion. ness for several years. Edward Labas, 
a orthcoming the establishing of a great agent in the East Chicago district of 
roD- Network of sati , ies i - 1 
job OM ban of scconpismmee, eee oT C. H. BOLEN SUPERVISOR MORE MAXIMUM COVERAGE et ee in the Hammond: Noo 
dom of The Co-operative Society has success- Carl H. Bolen has been appointed The quadrennial meeting of pon district. 
Ss. His fully enter ‘d the insurance field and is agency supervisor for the P. M. Fraser Women’s Association was held in ort 
form creating a large income. general agency of the Connecticut Mu- Huron, Mich., recently and for the fifth 1. A KISSOCK DIE 
iods 0 Few Good Organizers tual Life in New York. Mr. Bolen was time Miss Bina M. West of the Macca- - A. KI S 
no in There are plenty of brilliant men in formerly with the same company at bees was elected president. It was also John A. C. Kissock, 72, some years 
He was HM the Industrial insurance sphere but the Williamsport, Pa. and Newark, but has decided to increase the amount of insur- ago a member of the insurance firm of 
failing Humber of brilliant organizers as re- been out of the insurance field for a ance which one member may obtain from Edwards, Kissock & Abbott, Fort Col- 
to bm gards field work is very limited. The short time. $5,000 to $10,000. lins, Colo., died in that city recently. 
ast ew ee : 
h must | 
“fc The Colonial Life Ins C f Ameri 
re offic THE LIFE INSURANCE COMPANY OF VIRGINIA e Lolo e insurance Lompany 0 erica 
| accus RICHMOND, VIRGINIA Industrial Life Insurance— 
en unto INCORPORATED 1871 Especially Attractive and Favorable to the Insured. 
. Wh Ordinary Life Policies— , 
ss Admitted Assets, Over 51 million l forms of Life, Limited Payment and Endowment, containing attractive 
NG ; Insurance in Force, Over 300 million eae and novel features, with High Values at Low Cost. 
= con Payments to Policyholders in 1926, Over 34, million Give Agents Unusual Money-Making Opportunities 
negroes Total Payments to Policyholders Since Organization, Gtieus 
n insu Over 43 million Geo. T. Smith, Vice-President E.J. Heppenheimer, President E. C. Wise, Treasurer 
- its an) JOHN Chas. F. Nettlesbip, 2nd Vice-President S. R. Drown, Secretary 
arby Ay a. Chairman of the Board BRADFORD H. WALKER, President Home Office—Jersey City, N. J. 
e Uniot’ 
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This newspaper is owned and ts pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business 110 
Fulton Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; Wal- 
sace L. Clapp, Associate Editor. The 
address of the officers is the office of this 





newspaper. Telephone number: Beek- 
man 2076. 
Subscription Price $3.00 a year. Single 


copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 








CASH WITH APPLICATIONS 

One reason why there is often too 
large a hiatus between paid for and writ- 
ten business in life insurance companies 
is because some agents exhaust so much 
energy in inducing the prospect to sign 
the application that they have none left 
for getting a cash settlement. That a 
check in settlement of the first premium 
will go a considerable way in keeping the 
policy on the books, if issued, has often 
been proven and has again been demon- 
strated by the experience this year of 
the Northwestern National which has 
made a special point in having agents 
settle business quickly. The situation 
with that company is described elsewhere 
in an article written by President C. J. 
Arnold in the company’s agency paper. 





NO END TO CONTACTS 

If there is any division of the insurance 
business which touches all sides of the 
American economic, judicial and social 
structure it is suretyship. And rarely has 
the comprehensive feature of suretyship 
been expressed as in a handful of para- 
graphs written by a representative of the 
Fidelity & Deposit Co. and published in 
the agency paper of that company. The 
head is, “They All Need Bonds” and this 
is his size-up of the situation which 
proves his case: 

“THEY ALL NEED BONDS 

“The scope of the surety business is 
almost without limit. Every F&D rep- 
resentative can quote the rates for bond- 
ing the governor of a Federal Reserve 
Bank, the Comptroller of the Currency 
or the entire staff of a one-man bank. 
With the aid of his rate manual he can 
show how the F&D reaches into the air, 
across the sea, under the ground, into the 
woods and everywhere else that man’s 
enterprise happens to take him. 

“Where the Blue Sky laws are operat- 
ing, the F&D representative can supply 
the bond required of qualified and li- 
censed investment companies. Aviators 
on the “star routes” may get their bonds 
at $2.50 per thousand per year. So much 
for the regions above us. At sea the 
surety companies are just as active. Many 


times bonds are needed by mariners and 
ship owners. 

“Underground activities in which the 
surety companies take part range all the 
way from prospecting and mining on un- 
allotted Indian lands to sewer tapping. 

“Bonding companies and the F&D, es- 
pecially, are an important factor in all 
sorts of building operations, from a dog 
house to a_ millionaire’s mausoleum. 
Every description of construction work, 
from the setting up of a statue to the 
building of a trans-continental railroad, 
is included in the manual. 

“The surety man covers contracts to 
remove snow and to run jitneys. He -is 
associated in a business way with pawn 
brokers, junk dealers, international finan- 
ciers, and theatrical companies. Manu- 
facturers of renovated butter and filled 
cheese have to come to him for bonds. 
Importers of cigars and panama hats 
consult him. He prepares special bonds 
for imports of goatskins, hoofs, horns 
and other by-products. 

“Managers of cooperative grain ele- 
vators, superintendents of life-saving dis- 
tricts, hack drivers, boarding house own- 
ers and newspaper correspondents at- 
tached to the army are some of the other 
customers on the books of surety com- 
panies.” 





_ Rogers Caldwell, who controls several 
insurance companies, and Luke Lea, who 
owns four daily papers in the South, will 
suffer no money loss‘as the result of the 
$1,000,000 suit which the Scripps-Howard 
Memphis “Press-Scimitar” has brought 
against the Memphis “Commercial Ap- 
peal,” which is now a Caldwell-Lea 
newspaper. 

The “Commercial Appeal” had a great 
editor named Mooney. When he died 
the editorship of the paper was turned 
over to a lawyer. This lawyer-editor 
thought that the circulation claim of the 
Scripps-Howard paper was padded and 
he hired detectives to keep tab on the 
presses in order to find the exact amount 
of the run each day. The detectives 
made a report that the actual run was 
30,000 short of the circulation figure 
claimed. Thereupon the editor of the 
“Commercial Appeal” printed a full page 
assault upon the circulation claim of the 
Scripps-Howard newspaper. The attack, 
a bitter one, wound up by asking the 
advertisers of Memphis what they 
thought of such ethics and calling upon 
them not to give their advertising to a 
newspaper which published such alleged 
misstatements. 

Replying to the attack, the Scripps- 
Howard newspaper declared that its cir- 
culation figure was accurate, hired two 
independent auditing concerns to check 
up on circulation, and eventually brought 
suit against the “Commercial Appeal” 
for $1,000,000. It later developed that 
the “Press-Scimitar” was being printed 
in two different newspaper offices and 
the detectives had only checked the run 
in one of these newspapers. They had 
overlooked the 30,000 run which was 
made on the over-flow press. 

The Eastern Underwriter is informed 
that when Rogers Caldwell and Luke 
Lea purchased the “Commercial Appeal” 
they had an understanding with the for- 
mer owners that they would not assume 
any liability for the damages if there be 
any as the result of the suit. In other 
words, the former owners will pay any 
damages which may be found to have 
been sustained. The suit has attracted 
wide attention in newspaper circles. 

ke ae 


Albert Schurr, vice-president. North 
America Life of Chicago, in Newark, 
has sailed for an eight weeks’ trip 
abroad. Mr. Schurr will visit many 
cities in Germany, including his birth- 
place on the Rhine. 
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Ovation to E. H. Temme, channel swimmer, on his arrival at Charing Cross s st 
station cae 
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having 
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Edward H. Temme of London, a clerk employed by the Cornhill Insurance Co, 
is the fourth Englishman to swim the Channel. His time of 14 hours and 29 minutes 
is the sixth best on record, beating that of Gertrude Ederle by 10 minutes. Temme 
is a fine, athletic figure; 6 feet 2 inches tall; weighs 217 pounds; twenty-two years 
of age; fair-haired and blue-eyed. 

When the news of Temme’s success reached Lloyd’s it was announced from 
the rostrum amid cheers, and the Lutine bell was rung. The bell is rung on special 
occasions, such as when news is received of the safety of a steamer long overdue. 

“Temme is the most casualty swimmer in the world,” said an insurance friend 
of his in an interview. “He was quite certain that he would conquer the Channel 
at the first attempt, and his many friends in the swimming world shared his con- 
fidence to such an extent that many of them took out policies at Lloyd’s. The 
wagering on him, however, became so brisk that Lloyd’s refused to undertake any 
more risks except at premiums which made the policies unprofitable.” 

During the swim Temme was fed on chocolate, tea, coffee and lemonade. When 
half way across he came up with a giant dogfish, but to a man of his powerful 
physique this was not a matter of serious trouble, and he emerged successfully 
from the encounter. ; 

Before he began to train for his Channel swim his longest distance in the 
water had been just over five miles. He is a sprinter as well as a long-distance 
swimmer, and has won many championships from 220 yards to 5 miles. He is the 
long-distance champion of Essex and an excellent water polo player. Throughout 
his swim Temme used the trudgeon stroke. He found the water extremely cold. 
A picture of the swimmer being congratulated by friends is reproduced on this page. 

Temme’s office, the Cornhill, is associated with Willis, Faber & Co., Ltd. He 
joined the firm several years ago on leaving school, and is a member of Lloyd's 
Swimming Club. During the swim Lloyd’s agent at Dover sent reports of Temmes 
progress, and these were followed by Lloyd’s members with keenest interest. Just 
at the close of business at 4.30 p. m. the Lutine Bell was sounded and the Crier 
read from the Rostrum a message from Dover stating that the swimmer had landed. 
Many members who had been awaiting the official announcement cheered the news 
and sent telegrams of congratulations. Temme is to be officially received and cot 
gratulated by the Chairman of Lloyd’s. He was working in his office the day before 
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the attempt when a wire was received from T. W. Burgess, who swam the Channe laa 
in 1911, stating that weather conditions were suitable. He took a train from London be & mal 
at 9 a. m. the following morning and arrived at Boulogne in the afternoon. "¢™ meer 
had been warned to be ready for the attempt by the end of July and ‘iad beet cull é 
training since Easter. ee th 
BP ons. w 
> Be ince ch 
Judge William H. Lueders, Probate Laurence E. Falls, vice-pre=ident ol me’ co 
Court Judge of Hamilton County, Ohio, the American of Newark, assisiant S¢™ HMMid of ; 
and one of the directors of the Western retary of the Columbia Fire, president 
& Southern Life, delivered a radio ad- of the N. J. Society of Insurance, 48 AR 
dress from Station WSAI, Cincinnati, on director of the Bankers Indemnity, hs With 
Wednesday, August 24, at 7:45 p. m, returned from a fishing trip ‘o_ pe an Bj 
Eastern Standard time. The subject of hawk, Honey: Harbor, Ontario, — Life (al. 
the address will be “Tomorrow.” In addition to his official capac''y a But) 
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Vincent B. Coffin, director of the life 
insurance school of New York Univer- 
sity, has returned from a vacation in 
the Adirondacks and is completing plans 
for handling the new Fall class of the 
University, which will be a large one. 

ee 


Frederick Hoadley, secretary of the 
American of Newark, was laid up with 
a case of tonsilitis at his home in Upper 
Montclair, N. J., for some days. 


various insurance organizations, 
Falls is recognized as an authority re 
use and occupancy coverage and 15 tb 
author of an interesting volume OM the 
subject. 
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Lawrence L. Stevens, who /1a5 Las 
appointed assistant actuary of the Pest 
Mutual Life, is a graduate o! militar 
academies and of the Stevens Institute! 
Technology. After engineering work 4 
joined the actuarial division of the Pe 
Mutual. 
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Called A Teufelsdrockh 

I note that one of the British insur- 
mice papers, “The Review,” comments 
pon my writings and calls me by a new 
mame. 

“Big Bill is a genial writer who plays 
he part of the modern Teufelsdrockh as 
a commentator on insurance affairs in 
he Eastern Underwriter.” 

“The Review” was discussing my ac- 
count of the incident where Dr. Hoff- 
man, statistician of The Prudential, arose 
in the International Congress of Actua- 
ties to discuss social insurance. Not 
a having served notice in advance that 

he intended to talk he was out of order; 
Co, BBvas so informed; and in a wave of in- 
utes BBiured feeling he walked out, leaving the 
mmé MeCongress flat. About this incident “The 
years MBReview” says: 

“Two remarks may be made of the 
from incident: (1) that it obviously arose from 
cial ropet adherence to the plan of manage- 
rdue Himent_of the meetings. Speakers were 
riend Pi calle ‘upon in the order in which they 
anne! MBhad put down their names. Others had 
con Tito take their chance that time was avail- 
The able and as a fact there was not time 
> any BBlor Complete discussion. (2) Certainly, 

ther¢ is no evidence of umbrage in any 
When Hof Dr. Hoffman’s articles on the Con- 
verful Pores ‘written for the press as he writes 
sfully everywhere and all the time in the spirit 

the i the greatest cordiality and good will.” 
n } 
say Charles H. Burras Happy 
shoo | have becn asked what bonding agen- 
rod ty ha inside track in Chicago under the 
page * adminisiration of Republican Mayor 
He Ay, ompson who succeeded Democratic 
ioyd’s I ayor Dever. I note from some recent 
mme se. that have been written that 
Just aries H. Burras, of Joyce & Company 
Criet Chitago seems to be pleased with the 
unde. '’Y Things are going. | 
. news 
se <a A. Popular Hobby 
before The idea that only children collected 
hannel J OStage stamps, keep them for a short 
condon + and ihen tire of the hobby must 
1. He : Mcorrect. On a recent trip to Europe 
4 beet Me Was ‘asked by a number of men to 
os them Stamps for their own collec- 
= ind ooh they had been gathering 
ata ni Gach oy! I have brought back 
nt id of - Tigge have been unable to get 
esl at 
ce, aN A Remarkably Well-Posted M 
ty, HR With Pree bien gate 
Tom Bean B Bad possible exception of Mor- 
anad BD if, (al vrainard, president of the Aetna 
in the Hp 250.0! the Automobile), and Louis 
s, M Sha president of the Travelers 
rity o"fim,,..-0f the Travelers Fire), C. W. Hig- 
| js the co pic veh of the Hanover, knows 
on t Me be ice” character of securities 

Farm meri, companies and about their 

icf exe ‘Saxe investments than any 
qs be tated ecg of a fire company. It is 
ie Pent hat h Y people close to Mr. Higley 
militat) rece eat Quote from memory the in- 
titute 0! est yields of quite a number of life 
ok hei ™Panies, Hig . 
work hance is remarkable flair for 
he Pet Comes from life-long and intelli- 





Rent : ; 
Study of economic, agricultural and 




















financial conditions. He became inter- 
ested in these subjects way back in his 
Iowa days. 

Incidentally, Mr. Higley is one of the 
fire insurance executives who keep pretty 


close tab on fire insurance developments, . 


little of that nature getting by him. His 
acquaintance with insurance agents is 
not only extended but in numerous cases 
there is a personal link forged by his 
sympathy and understanding of the man 
on the production line. 

* < © 


Soreheads 

The flood of articles appearing in mag- 
azines of general circulation, attacking 
insurance companies and their execu- 
tives, arise from the fact that there are 
some soreheads in the insurance busi- 
ness who have trotted around to the 
magazine offices with “inside dope” 
about insurance. They have a grouch 
and want revenge or else they are try- 
ing to force companies to take action 
along advertising lines, which so far has 
not been taken. 

Somebody asked me the other day if 
the “Magazine of Wall Street,’ which 
has found so much fault with the ex- 
pense of conducting the fire insurance 
business and did so with so much bril- 
liant fallacy, has any advertising in its 
columns from fire insurance companies. 
No; it hasn’t. 

I don’t believe that fact influenced the 
“Magazine of Wall Street” to print the 
screed it did, burying the identity of the 
author under a pseudonym; neither do 
I believe that the absence of such ads. 
acted as a barrier in preventing the ar- 
ticle from being published. 

eee 


Did You Ever Hear of These 
Companies? 

Turning the pages of the new volume 
of Best’s Insurance Reports, his 1927 
Fire and Marine blue book, I was sur- 
prised to note the number of companies 
which are writing business in this coun- 
try and about which the average man 
doesn’t know much. Many of those 
companies are small, some with surplus 
below $100,000; and yet all of them 
write some business. It must be a 
source of mortification to some of the 
giant fire companies that so much pre- 
mium volume escapes them because, 
while the premium income of these lit- 
tle known companies may be small, the 
sum total of their writings is large. Any- 
way, no one can say truthfully that fire 
insurance is a monopoly. 

Whether or not there are a lot of 
Finns in Calumet, Mich., I don’t know, 
but the Finnish Mutual Fire of Calumet 
stands well enough in the town to have 
a directorate which includes five mer- 
chants. Also on the board is a dentist. 
Dentists are making so much money 
nowadays—frequently more than the 
average merchant—that I can’t under- 
stand why more of them are not on the 
boards of the smaller insurance com- 
panies. As for doctors (among the coun- 


try’s great income-makers) they rarely 
“make” an insurance company direc- 
torate. 

A wholesale grocer is president of the 
Fire. Insurance Co. of Northampton 
County, Easton, Pa. That company has 
$8,000,000 in force. 

How many people in the business 
know that there is a mutual fire insur- 
ance company which has on its board of 
directors three of the most prominent 
insurance men in Hartford, all of them 
with other companies. This trio of di- 
rectors consists of Morgan B. Brainard, 
president of the Aetna Life; James Lee 
Loomis, president of the Connecticut 
Mutual, and William R. C. Corson, pres- 
ident of the Hartford Steam Boiler. The 
name of the company is the Hartford 
Ccunty Mutual Fire Insurance Co., and 
it has a net cash surplus of $2,370,000. 


The Ajax Fire of Newark goes after 
the business of banks, building and loan 
associations and mortgage companies. 
It has a long list of directors all in a 
position to swing premiums. 

The Allied Fire of Utica, N. Y., issues 
participating policies and is managed by 
John L. Train, once with the New York 
Insurance Department and later gen- 
eral manager of the Utica Mutual. 

The directorate of the Bankers Fire of 
Durham, N. C., consists of bankers and 
several men interested in the North Car- 
olina Mutual Life. 

The Corcoran Fire of Washington, D. 
C., confines its business mostly to dwell- 
ings, apartments and contents. 

The Cotton Marine of Philadelphia, 
surplus $215,000, is under the manage- 
ment of the veteran insurance concern 
of Mather & Co. 

The Equity Fire of Kansas City, al- 
though managed and controlled by the 
Dodson interest (Reciprocal Exchange) 
is a stock company. 

The Fidelity Insurance Co. of Atlan- 
tic City is under the management of the 
same man who started the Atlantic City 
Fire. That is Edward E. Seeler. 

The Fort Dearborn Automobile In- 
surance Co., Chicago, is a stock company 
formed to take over the fire business 
formerly carried with the Fort Dear- 
born Fire Underwriters. The president 
is John L. Waiker, a former public ac- 
countant who became a broker of in- 
surance. 

The Home of Hawaii operates in Cal- 
ifornia and Washington, in addition to 
the Hawaiian Islands, and accepts rein- 
surance in six States. 

The Homeseekers Fire of Wheeling, 
W. Va., was organized by men connected 
with the real estate and loan interests 
of Wheeling. The object of the com- 
pany is to insure property sold by realty 
companies and building and loan asso- 
ciations. It has a net surplus of less than 
$50,000. 

The Illinois Travelers Home Fire, cap- 
ital $100,000, has assets which in part 
consist of securities of J. H. Hines & Co., 
Inc., Memphis, a lumber concern and 
dealer in mortgages on timber land. 

The Jersey Coast Fire of Atlantic City 
was promoted mainly through John C. 
Slape, who is president of the Eastern 
Fire ‘of the same city. 

The Manufacturers Fire of Red Bank, 
N. J., the controlling interest of which 
was purchased in 1922 by a group of 
Red Bank business men, was formerly a 
mutual company. It was established in 


1849. 
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Speculate as to Why Chicago Thefts 
Decline 


I was talking to several Chicagoans 
the other day who are interested in au- 
tomobile insurance; and they were try- 
ing to explain why the losses have drop- 
ped off somewhat in that town where 
cars are so much easier to steal than in 
most places. 

One of the Chicagoans thought that 
the fact that the value had dropped out 
of the used car market had something 








to do with it. Some thieves don’t think 
it wcrth while to steal a second-hand 
Ford. When the Chevrolet started re- 
placing the Ford, there was a tremen- 
dous concentration of Chicago thieves in 
making away with Chevrolets, and one 
of them when apprehended turned out 
to have stored two hundred Chevrolets 
in his hide-away, 

Another Chicagoan thought that in- 
creased police efficiency under the 
Thompson Administration was cutting 
down the number of thefts. Plenty of 
crooks have been driven out of that 
city. 

A third viewpoint was an improvement 
of conditions noted under the Dyer act 
(Federal measure). It was the Dyer act 
which finally landed in the penitentiary 
one thief whose relations with the po- 
lice in many places was notoriously inti- 
mate and who could dig up as much as 
$35,000 cash bail. As long as he was 
in temporary trouble with police and 
county officials, he could squirm out, but 
finally the government got him and he 
lost his pull. 


* * * 


Dreamers 

Glenville Kleiser, an American au- 
thor who is at present in Paris, advo- 
cates an anti-noise week. He suggests 
this in a letter to the Brooklyn Cham- 
ber of Commerce as “the best antidote 
to present day unrest and nerve ten- 
sion. 

I agree with Mr. Kleiser, too; al- 
though I don’t exactly see what power 
the Brooklyn Chamber of Commerce 
has in these premises. I-also think 
there should be an anti-crime week, 
and if Mr. Kleiser will tell me how 
to stop the people from being noisy, 
i'll tell him how to arrive at that mill- 
cnium where there will be no crime. 
Probably, my futility would match his. 

+ 8 re 


Named After The Travelers 


I notice in a Hartford restaurant 
near the Home Office building of the 
company that one item on the menu 
is “Travelers Insurance Sandwiches.” 
I suppose any insurance clerk in Hart- 
ford can buy them whether working 
for The Travelers or not. 


* % * 


Commissioner Fishback Not Talkative 

One of the few commissioners who 
does not indulge in philosophy or edi- 
torial comment in his annual report is 
H. O. Fishback of the state of Wash- 
ington, and former president of the Con- 
vention of Insurance Commissioners. In 
his report just published the only space 
he gives to comment is to the fire mar- 
shal’s department, to special fire preven- 
tion work and to a discussion of grain 
losses which subject he handles as fol-- 
lows: 

“The loss to grain in the field by fire’ 
during the past year was nominal. The 
reason for this was undoubtedly due to 
the general change in threshing methods. . 
Like the season of 1925, the crop was 
in most part harvested by the use of 
combine harvesters, this being a much 
safer method in so far as the danger of 
fire is concerned than by the use of the 
stationary outfit.” 


* * * 


Maybe He Needs a Place to Sleep! 

The beauty and simplicity of certain 
lives makes me think of the modern new- 
lywed who was urged by a real estate 
agent to buy a home and who answered: 

“What do I want with a home? I 
was born in a hospital, reared in a 
boarding school, educated in a college, 
courted in an automobile, married in a 
church; I eat in a cafeteria, play golf 
in the mornings and bridge at the club 
in the afternoons and go to the movies 
at night. When I’m sick, I go to a hos- 
pital and when I die I shall be buried 
from a funeral parlor. What do I want 
with a home? All I need is a garage 
with a bedroom.”—Elmer R. Murphey, 
Editor of Rhodes’ Colossus. 
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Company Sues Agent 
In Negligence Case 


WOULD HOLD AGENT FOR LOSS 


Agent Unintentionally Made Mistake In 
Policy Which Led Company To 
Assume Risk; Assured Recovers 


A court in Utah has been called upon 
to decide the delicate question of law 
as to whether a local agent who has 
committed negligence in writing a fire 
policy upon which his company later 
did pay should be held liable to the 
company for the amount of the loss. In 
this instance an agent stated incorrectly 
in a policy that the ground upon which 
the assured’s premises stood was not 
leased. After a loss had occurred it was 
discovered that the land had been leased. 
The fault was admittedly not that of 
the assured, yet under the terms of the 
policy the company considered the con- 
tract void. Nevertheless the company 
paid the loss and has now started an 
action to recover this amount from the 
agent. 

The facts are apparently the follow- 
ing: The insurance agency firm con- 
sists of two partners, one of whom han- 
dles the fire business, writing all the 
policies himself, the other attending to 
bonds and other lines. A fire policy 
was written to cover a dwelling house 
which, unknown to the writing agent, 
was located on leased ground. In filling 
out the daily report he answered the 
question, “Is the property on leased 
ground ?” with “No.” 

A loss occurred. The company de- 
nied liability on the ground that the as- 
sured misrepresented when he made the 
statement that the building was not on 
leased ground. In writing the policy 
the agent assumed that the risk was not 
so located and did not make inquiry of 
the assured. His partner, however, 
through other channels, knew that it 
was on leased ground, and for this rea- 
son it is claimed that the agents had 
knowledge. 

Company Charges Misrepresentation 

The company first denied liability on 
the ground of misrepresentation, but 
afterward paid the loss. It then began 
suit against the agents for the amount 
of the loss, plus expenses, on the ground 
of misrepresentation in order to induce 
the company to carry the risk. It con- 
tended that it would not have accepted 
the business had it known that the 
building was on leased ground. 

Aside from the fact that one partner 
had knowledge about the interest of the 
assured in the ground, the company 
claims to have another cause for action; 
that is, that the agents did not exercise 
due care in making inquiry of the as- 
sured as to the interest. Generally 
speaking, a firm is liable for the acts 
of all its members. Acting as: a member 
of -the firm, the agent who wrote the 
policy gave a negative answer to an im- 
portant question on the daily report 
without inquiring what the fact was. 

On the point of knowledge of an 
agent, courts are divided. The highest 
courts of Massachusetts, New Jersey, 
Louisiana and the Supreme Court of the 
United States have held that a fact 
known to an agent at the time a policy 
is issued, may be taken advantage of by 
the company as a defense, unless the 
fact is indicated in writing on the policy. 
The court of appeals of New York and 
a number of other courts have held that 
a company may not take advantage, as 
a defense, of a fact coming to the knowl- 
edge of an agent at the time a policy 
is written. They have held that it is 
fraud upon the insured to take his pre- 
mium for a policy which is void ab 
initic. 


Agents Blame E. U. A. 
For Branch Offices 


CITE TRAVELERS FIRE CASE 


Also Frown Somewhat Upon Close Alli- 
ances Between Fire and Casualty 
Companies, Says Bennett 


That the branch office movement as 
used by fire insurance companies consti- 
tutes a serious menace to the American 
agency system is the opinion expressed 
by Secretary Walter H. Bennett of the 
National Association of Insurance Agents 
in a talk made yesterday at Reading, Pa., 
before the annual meeting of the Penn- 
sylvania agent’s association. With the 
branch office system goes a horde of 
non-policy writing, non-service giving 
agents, according to Mr. Bennett and 
the only real means to overcome this 
tendency is a country-wide organization 
of qualified agents. He listed chain 
stores as one of the outstanding agency 
problems, together with the questions of 
automobile clubs going into insurance, 
compulsory automobile insurance, taxes 
and other developments. 

Mr. Bennett said that the greatest 
strides forward on the part of the Na- 
tional Association within the last year 
are to be found in the agency publicity 
program just formulated, increased ac- 
tivity in the formation and upbuilding of 
local boards and in the progress of the 
better business methods committee and 
of the public relations committee. He 
was optimistic about the progress of 
agency qualification laws in many states 
and the way they are being upheld by 
the insurance commissioners. 


Branch Offices a Menace of Today 


“The branch office system is not the 
menace of the future. It is the reality 
of today, which we must face together, 
fairly and squarely. 

“The Eastern Underwriters Associa- 
tion admittedly has let the bars down 
to the Travelers Fire to employ as many 
non-policy writers as it wants, just so 
long as they are connected with the 
Travelers branch offices. It denies a 
‘special concession’ to the Travelers, but 
admits a ‘special arrangement.’ 

“It is a peculiar process of reasoning 
which leads the great old fire insurance 
companies to permit cgntinuance of what 
appears to be an unfair proposition to 
themselves and to their agents as well. 

“After an exhaustive study of the situ- 
ation, the National Association officers 
are forced to return to their original 
opinion—that it is squarely on the shoul- 
ders of the Executive Committee of the 
E. U. A. to right the wrong it has done. 

“Here in your own state, in Luzerne 
County, you are confronted with the 
non-policy-writing agent in its most ex- 
aggerated form. The complaint of the 
Luzerne County Exchange has been 
lodged with the general agency com- 
mittee of the E. U. A., and has been 
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since become obsolete. 
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For Every Family? 


That slogan of automobile salesmen has long 
It’s two, three and even 


four cars to the family in thousands of cases, 


nowadays! 4 
mother her special 


Father has the family sedan and 
coupe, 


while sister and 


brother sport around in their own little speed- 


sters. 
ance! 


These conditions contribute largely to 


Some families almost need fleet insur- 


the 


enormous field for Automobile Insurance. Right 
now the manufacturers are bringing out their 
new models for the coming season—new possi- 


bilities for insurance salesmen. 


There is no 


end to this expanding line. 


Sell Automobile Insurance now—and place 


the policies with the Harmonia. 


Your clients 


will receive the best in service and protection. 


Progressive, well qualified 

agents, will do well to con- 

sider representation in their 
agency for the 


HARMONIA 


Fire Insurance Company 


NEW YORK OFFICE 
59 MAIDEN LANE 
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strengthened by a resolution of your 


Board of Directors, urging immediate 
remedial action. 

“Every thinking agent knows that the 
branch office idea is spreading rapidly. 
The danger lies not so much in the 
combination of fire and casualty eum- 
panies. For years some of the icading 
fire companies have maintained casualty 
running mates, without disturbance of 








Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





UNITED STATES FIRE BRANCH: 45 JOHN STREET, NEW YORK 


J. A. Kelsey, General Agent 


George Z. Day, Ass’t General Agent 





U. S.—Statement December 31, 1926 


ASSETS - : : 
PREMIUM RESERVE . 
OTHER LIABILITIES . 
NET SURPLUS 


$8,132,324.02 
1,981,557.73 
790,346.75 
5,360,419.54 


the friendly agency-company relalidt 
ship. 
Dangers in Automobile Alliances _ 

“The combination automobile polit! 
meets an emphatic need. When yolf 
company gives you a single policy Ww! 
which you can cover the automobile 0 
your client, it is offering you a cistint 
service. 

“But when such companics 
great America Fore ties up with 
delity & Casualty Company, n¢ , 
mighty Home of New York enters it! 
a working arrangement with the Mart’ 
land Casualty Company, we are fut 


(Continued on page 25) 





RALPH RICHMOND RESIGNS 


Was In Literary Division of Natio 
Board of Fire Underwriters; 
Is a Clever Writer 

Ralph Richmond of the literary dey 
partment of the National Board ot 
Underwriters has resigned. He will # 
with the Mohawk Rug Co., where @ 
will have charge of the company’s he 
organ. ; j 

Mr. Richmond is an able writer, oo 
of his articles in “Safeguarding Amet 
Against Fire” having been exceptiom 
ly good. 
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chaefer Explains 
Westchester Deal 


OMPANY EXPENSES REDUCED 

































































President Says Westchester Is Going 
Well But There Are Many Advan- 
tages in Group Operations 





President O. E. Schaefer of the West- 
hester has explained in a letter to 
stockholders of the company why the 
ygreement with the Crum & Forster or- 
banization was made by which the latter 
pfice purchased a large block of the 
Vestchester stock. During the first 
half of this year the Westchester’s as- 
ets, unearned premium reserves and net 
urplus made satisfactory gains accord- 
ig to Mr. Schaefer. Citing, however, 
ome of the advantages of group opera- 
ion, he said: 

“The factor of expense ratio received 
particular attention, and it became in- 
reasingly apparent that companies af- 
liated in groups or ‘fleets’ had succeed- 
in effecting large economies not pos- 
ible for companies operating independ- 
atly; the larger volume of business pro- 
uced through several channels can be 
handled without a corresponding in- 
rease in overhead expenses. 

“This principle is back of the decided 
rend toward group organizations in the 
ire insurance business, and the objec- 
ive which your officers and directors 
ave had in mind has been to develop, 
possible, an affiliation or alliance with 
ther companies of high rank which 
ould bring benefits to the stockholders 
y thus increasing the potential value of 
heir investments in the Westchester 
ind at the same time preserve the pres- 
ige which our company, with an honor- 
ble record extending over a period of 
inety years, has always enjoyed. 

“We are happy to be able to inform 
ou that arrangements have been con- 
immated which we confidently believe 
ll accomplish the objective sought. 
our board of directors, at a special 
heeting held Tuesday, August 16, ap- 
roved a long term contract with Crum 
t Forster, of New York, who have be- 
ome interested as stockholders in the 
estchester and also our subsidiary 
mpany, the Delaware.” 


RIOT COVERS IN DEMAND 








acco- Vanzetti Executions Provide Big 
Stimulus For Riot and Explosion 
Policies in Cities 
The Sacco and Vanzetti executions 
ls week and the threats of radical 
ympathizers of these men to revenge 
hemselves upon society have created 
tremendous, though probably tempor- 
¥, demand for explosion and riot and 
vil commotion insurance. Many of- 
€s in New York were writing many 
sks of this type the early part of this 
eek, Particularly in the large cities 
there still dangers of further radical 
Monstrations accompanied by violence. 
uch outbreaks have resulted in much 
nee i various European centers but 
herman during the last week the 
ith ican police have successfully coped 
the situation in this country. 


-elation 


TROMPANY 100 YEARS OLD 
the Mutual Fire of Springfield, Mass., 
brea year celebrating its one hundredth 
sda During this century of 

401 the company has built up assets 
f oa of which $379,419 is surplus. 
ends to policyholders amount to 
© of Premiums paid. 


vi 


ee 
BEHA GOES TO CANADA 


- surance Superintendent James A. 
7 Fin Sy New York left last night for 
d a a a, where he will make a talk on 
e wi pvcay in Montreal before the Cana- 
vhere “1 Bar Association. 


d : He will also at- 

hg ty the meeting of the As- 

of Superintendents of Insur- 

P Provinces of Canada at the 

Ses perenac hoe Quebec. He will 
€ speakers at the b 

at convention, « esaat 
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Agents’ Ass’n. Starts 
Membership Campaign 


WILL RUN FOR FIVE YEARS 





Fifty Percent. Increase in Present 
Membership of 10,000 Sought; Ex- 


ecutive Committee Meets 





Phe executive committee of the Na- 
tional Association of Insurance Agents, 
meeting last Friday and Saturday at At- 
lanta, Ga., established the foundations 
for a five year development campaign, 
through the present strength of the or- 
ganization, through joint publicity and 
public relations work and through con- 
tinuation of the drive for more local 
boards. The ultimate goal of the cam- 
paign is for a 50% increase in member- 
ship. The Association now has about 
10,000 members. 

The New Orleans convention program 
was also discussed at length by the ex- 
ecutive committee. Every member of 
the committee, of which W. Eugene 
Harrington of Atlanta, is chairman, was 
present with the exception of Allan Ken- 
nedy, absent in Europe, and Percy H. 
Goodwin of California. 


In the development campaign the first. 


step will be to send out a questionnaire 
to the entire membership of the National 
Association asking for chamber of com- 
merce affiliations and political activities 
and asking how insurance is regarded in 
each locality. 


Two Important Questions 


Added to the list of questions will be 
two important ones, first, how many 
people are connected with your agency? ; 
second, how many in your agency are 
licensed producers? As the membership 
is based on agencies rather than indi- 
viduals, replies to these questions will 
show the actual numerical strength of 
the National Association. 

In line with the general extension 
plan, the committee approved formally 
the joint publicity program of Secre- 
tary-Counsel Walter H. Bennett, and 
authorized preparation of a complete 
program, with fifty-two pieces of copy, 
sufficient for a year’s campaign, to be 
ready to be submitted at New Orleans. 
The standard prepared will be copy- 
righted, and will become available in 
newspaper mat form for use of groups 
of agents or individual agencies, provid- 
ing they are members of the National 
Association. 

Another phase of the five year pro- 
gram is embodied in the promotion of 
better agency methods through the or- 
ganism of the Better Business Methods 
Committee. Chairman Harrington pre- 
sented a preliminary report at Atlanta, 
and was authorized to complete the re- 
port and provide exhibits and a full out- 
line of the work at the annual meeting. 


List of Key Men 


In accordance with its efforts to de- 
velop its public relations work to the 
fullest extent, a list of key men has 
been compiled by the Public Relations 
Committee, of which Earl E. Fisk, of 
Green Bay, Wisconsin, is chairman, and 
this list of key men was presented to 
the Executive Committee. 

It is now practically complete, with 
all the states which have associations 
represented with the exceptions of Dela- 
ware, Kentucky, Louisiana, North Caro- 
lina and South Dakota. These key men 
comprise National Association members 
who are active members of Rotary, Ki- 
wanis, Lions and similar civic clubs, and 
their local chambers of commerce. The 
list is imposing, representing 2,600 agents 
in 1,000 cities and towns. 


WISCONSIN AGENTS ELECT 

All the officers of the Wisconsin As- 
sociation of Insurance Agents were re- 
elected for another term at the annual 
meeting held last week in Milwaukee. 
Walter T. Greene, well-known in agency 
ranks, is president; George J. Fries, 
Miss Lillian Dunnegan and Oswald Hes- 
terman, vice-presidents, and Joseph G. 
Grundle, secretary-treasurer. 
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HE PAST, with all its rich herit- 

age of dramatic history, is after 

all, the past. The AZTNA’S century- 

plus of service to the nation belongs 

to yesterday. The vital concern of 

everyone connected with the organi- 
zation is what tomorrow will bring. 


ET ...the past brings the future 

one priceless gift: the certainty 
that the ideals and principles which 
have brought us thus far will remain 
Steadfast . . . will carry us forward 
with the accumulated momentum 
of more than a century of steady 


progress. 


Chat is the vital significance 
of ‘More than a Century of 
Service’ and more than twelve 
thousand AETNA agents know 
and appreciate the true worth 
in cold dollars and cents of 
this background of A:TNA 


tradition. 


President 
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Collapse of Building 
Gives New Cover Line 





CALLED “SUBSIDENCE RISKS” 
Lloyd’s On Job With Novelty; Scares 
Following Fall of Part of Com- 
mercial Union Structure 





The collapse of part of the building 
occupied in Cornhill, London, by _ the 
Commercial Union had a number of in- 
teresting follow-ups. Over 10,000 tele- 
phones in the district were put out of 
commission because of the fall of the 
building. 

The full effects of the collapse were 
rather startling. The Canton Insurance 
Uthce, and the city office of the Law 
Accident Society have been demolished. 
Further cracks were discovered in Com- 
mercial Union’s offices, and a crack in 
the roadway in Cornhill is widening. The 
Royal Exchange, which is just opposite 
the scene of the disaster, is “under sus- 
picion” and the western end is closed to 
the public. Meanwhile, Lloyd’s who oc- 
cupy the entire first floor remain unaf- 
fected and they did a large business fol- 
lowing the collapse in underwriting a 
new line of insurance known as “sub- 
sidence risks.” 

The Commercial Union took tempor- 
ary premises at Adelaide House, Lon- 
don Bridge, a large, newly finished 
structure, where they have secured the 
whole of two floors. It is understood 
that the Cornhill office will be entirely 
rebuilt. The number of employes at this, 
the head office, was between 200 and 300. 

The company has four large branch 
offices in various parts of London, and 
a marine branch in the Royal Exchange. 
None of these, of course, will be af- 
fected and business, although naturally 
disorganized at the head office in vari- 
ous parts of London, and a marine 
branch in the Royal Exchange. None 
of these, of course, will be affected and 
business, although naturally disorgan- 
ized at the head office will continue as 
usual and with but little inconvenience 
to the outside public. 


Scene After the Collapse 


The scene in Cornhill the day after the 
fall of the building was dramatic. It 
was in part described by the London 
“Evening Standard” as follows: 

“Cornhill was in splints today. 

“Enormous beams were being laid 
against the walls of the Commercial 
Union Assurance building, part of which 
collapsed during the week-end. Fresh 
supplies of beams arrived constantly— 
sufficient to shore up half the street if 
necessary. 

“Meanwhile Cornhill was being torn up 
much more effectively than Piccadilly. 
‘The shaky crust of roadway, it was de- 
cided, must be done away with, the cav- 
ern below filled, and new road founda- 
tions made before another bus can run 
down the street. 

“Heavy rain early today added to the 
rate of fall of the remaining half of the 
Commercial Union building. 

“Mortar and plaster began to break 
away. At last the crowd saw the picture 
frame, which had been hanging on_one 
of the broken walls on the third floor, 
swept into the pit after over 48 hours’ 
exposure in the open air. 

“By pumping all night the salvage men 
succeeded in mastering the flow of wa- 
ter round the ruptured sewer pipe, part 
of which was believed to have been 
caused by an overflow from one of the 
City’s underground rivers. 


Reminder of War Time Scenes 


“After working in gas masks the men 
down below today sealed the ruptured 
gas mains. The ban on cigarettes and 
pipes within a hundred yards of the 
ruined roadway was lifted. 

“Spectators were reminded of war- 
time scenes when they saw men wearing 
gas masks and carrying picks, shovels 
and drills that looked like Lewis guns, 
advancing over mounds of debris, push- 
ing aside broken stakes and leaping over 
trenches. 

“For nearly half an hour the little 
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INSURANSHARES 
67 Wall Street, New York 








INSURANSHARES 


Trust Certificates 
A Profitable Investment? 


BECAUSE FOR the past twenty years 
appreciation of principal on investments in 
diversified insurance stocks as represented 
in these INSURANSHARES TRUST 
CERTIFICATES has been in excess ot 
12% per annum, and it is expected that 
the average annual appreciation of these 
Certificates will equal, if not exceed, this 
In addition, there should be a 
steadily increasing cash income thereon. 


For full particulars of this attractive 
safe form of modern investment write to 
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CoRPORATION 
Tel. Whitehall 9082 
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party of workmen were invisible. Then 
they emerged from the crevasse beneath 
Cornhill, and on reaching the top took 
off their gas masks. They had sealed 
the mains, and danger of an explosion 
was past. The authorities had been 
greatly concerned over the escape of 
gas. 


_ “It had been feared that gas leaking 
into basements might come into contact 
with naked lights, ignite the whole vol- 
ume of gas in the earth between the 
Royal Exchange and the Mansion House 
and cause an explosion like that of a big 
mine. 

“One of the men who went down told 
an ‘Evening Standard’ representative: 

“*While we were working in our 
masks two men were detailed to stand 
by all the time to watch if any of the 
others showed signs of being affected by 
the gas. It was like being at the bot- 
tom of the sea.’ , 


Traffic Problem Solved 


“London drivers today solved for 
themselves the traffic problem caused by 


the closing of Cornhill. Wherever pos- 
sible they chose routes through the City 
away from the Mansion House corner, 
and as a result the volume of traffic 
handled by the police at that spot was 
little more than half of that experienced 
yesterday. 

“There were moments at the normally 
busiest hour today when the big square 
in front of the Mansion House was free 
of traffic and all the policemen had their 
arms lowered—a condition they cannot 
recall for years.” 





ADJUSTER FOR AGRICULTURAL 


C. S. Trecartin has been appointed 
resident adjuster for the New York 
metropolitan area for automobile claims 
by the Agricultural of Watertown, N. 
Y. His appointment is effective Septem- 
ber 1. Mr. Trecartin was at one time 
manager of the automobile loss depart- 
ment of Appleton & Cox, Inc., and of 
the Continental, but in recent years has 
been doing independent work. He will 
handle certain fire losses in addition to 
automobile adjustments. 


A DEPENDABLE COMPANY 
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Fire Reinsurance Treaties 
(New Jersey) | 


Eagle Fire Insurance Company 
Baltica Insurance Co., Ltd. 


18 Washington Place, Newark, N. J. 


(Denmark) 


Thomas B. Donaldson 

















a 
— 


WILL STRESS PUBLICITY 
Agents’ Ass’n At New Orleans Conve. 
tion Will Give Particular Attention 

to National Advertising 

The subject of national advertising anj 
publicity in connection with the ingyr. 
ance business will be discussed at length 
during the annual convention of the Na. 
tioal Association of Insurance Avents at 
New Orleans the week of October 17. a 
indicated in the tentative program. De. 
tails of this feature as well as other jm. 
portant matters that will come up for 
consideration will be completed by the 
executive committee of the National As. 
sociation. 

Many arguments are already being ad. 
vanced for co-operative advertising which 
is to be under the guidance of the m. 
tional body. The plan is to operate ; 
service department that will be of bene. 
fit to all agent members in the conduc 
of their business. The plan will aly 
have strong educational features. tha 
will attract the attention of the public 
and will, it is generally believed, creat 
a greater demand for additional busines, 

“Proper publicity,” said John X. Wee. 
mann, chairman of the New Orleans x: 
rangement committee for the 1927 con 
vention, “encourages the widest use ¢i 
an article. It is the most potent inf. 
ence to reduce the expense of that a- 
ticle to the consuming public. It isa 
well-known fact that without publicity 
the demand for an article is small ani 
the cost of production is high. Wit 
proper publicity the demand for an ar 
ticle becomes universal and the cost of 
production drops to a minimum.” 





CALDWELL AGENTS’ MEETING 





Fear Loss of Insurance on New Jersey 

Town’s Schools to Large Newark 

Agency 

Oscar H. Cushwa, Caldwell, N. J., re- 
resenting sixteen insurance men of tha 
borough, urged the Caldwell Board 0 
Education last week to consider tit 
rights of the Caldwell agents in acting 
on the report of ‘T. C. Moffatt & Co. di 
Newark, who have made a survey of tht 
insurance policies on Caldwell school 
Mr. Cushwa said the rumor was bei 
circulated that the survey would restl 
in part of the insurance being place! 
elsewhere. Caldwell schools are insuttl 
for about $1,000,000. 

Mr. Cushwa said all present policies 
were written by Caldwell agents, a! 
that to change the policies would wot 
an injustice on them. Zenas G. Crate 
president of the board, said the repo 
from Mr. Moffatt had been received, bi} 
as all the members had not studied 
action would be deferred. ‘The sutv¢ 
was ordered in the spring. 





HOME’S STAFF COMPLETE 


The Home of New York contemplat 
putting an additional special in its Vit 
ginia field following the recent death‘ 
Frank J. McCarthy, special azent, but 
finds that the present staff traveling 
of Richmond headquarters has the te 
tory worked up so well that another ™ 
will not be necessary, for the time bem 
at least. Herbert C. Taylor is now 
charge of the state forces, his assistal] 
being Hunter McGuire Gibbors and if 
ward Deas Tupper. The trio is ta 
care of the running mates o/ the Ho 
as well as the parent itself in the \i 
ginia field. Mr. Tupper is looking 
the farm business. 





VIRGINIA AGENTS’ MEETING 

The September meeting of the Fire 
surance Field Club of Virginia has ‘i 
postponed to September 27 because ® 
conflict with the dates for the al” 
convention of the Virginia Associati 
Insurance Agents. The Field Clu 
meet at the Homestead, Virginia” 
Springs. The local agents’ associ 
will meet on September 12 and 13 at! 
Cavalier Hotel, Virginia Beach. © 
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he na of American retail trade. From coast to 
‘rate a : coast, through towns and cities “Main 
: - 5 Street” traverses the nation. Along its 
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site | 4 portion of our retail business. 
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Penna. Agents in 
Annual Meeting 


CONVENTION NOW AT READING 





Commissioner Taggart, W. H. Bennett 
and Others Give Talks; H. E. 
McKelvey Presiding Officer 





The Pennsylvania Association of In- 
surance Agents opened its annual con- 
vention yesterday at the Berkshire Hotel 
at Reading, Pa., with a large number of 
local agents from all parts of the state 
attending the business sessions and the 
get-together dinner last night. The clos- 
ing meetings of the convention are be- 
ing held this morning and afternoon. 
The convention started yesterday with 
the call to order by President D. F. An- 
cona of the Reading Fire & Casualty 
Underwriters’ Association. Mayor Wil- 


A 





JOHN A, DALZELL 


liam E. Sharman of Reading delivered 
the address of welcome which was re- 
sponded to by H. L; Rogers of Erie. 
Mr. Ancona then: introduced President 
H. E. McKelvey of the agents’ associa- 
tion, to the convention. After Mr. Mc- 
Kelvey delivered his annual report, other 
reports. were made by John A. Dalzell, 
of Pittsburgh, editor of “The Pennsylva- 
nian”; Fred V. Rockey, of Harrisburg, 
treasurer, and John S. Burwell, of Scran- 
ton, secretary. 

During the afternoon session yesterday 
two of the leading addresses to be deliv- 
ered before the convention were made by 
Secretary-Counsel Walter H. Bennett 
of the National Association and by Leo 
E. Thieman of the Casualty Information 
Clearing House in Chicago. Mr. Ben- 
nett’s talk, published elsewhere in this 
issue, in which he attacked the branch 
office system for fire companies and out- 
lined several other leading problems 
facing fire agents, was received enthusi- 
astically by his listeners. Mr. Thieman’s 
talk appears in the casualty department 
of this issue. He spoke on the develop- 
ment of automobile insurance. 

An executive session for agents only 
closed the afternoon meeting. At the 
‘dinner last night Insurance Commissioner 
Matthew H. Taggart of Pennsylvania 
spoke. 

Ladies attending the convention were 
treated yesterday. afternoon to an auto- 
mobile. trip to points of interest in and 
about Reading. Tea was served at the 
Reading Country Club. 





J. A. MAVON RESIGNS 


J. A. Mavon, secretary of the Glens 
Falls, has resigned to go into business 
in the local field in Chicago as an agent. 
He began his insurance career. in .Chi- 
cago in the western department of the 
Continental. 
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The CALM 
Before the Storm 


1 a ie summer days hold a warning 
to the experienced eyes of our agents. 
Like the captain on his bridge, they are 
preparing in advance for the havoc that 
is to swoop’out of smiling skies. 


When the equinoxal storms come, the 
winds will inflict terrible damage over all 
the country—destroy villages, level homes, 
uproot trees, cause untold loss in many 
ways. But clients of this company will be 
ready. Under the guidance of our agents 
their property will be amply protected by 


Tornado and Windstorm Insurance. 


During the summer calm before the wind- 
storm season, the agents of this company 
are telling their clients about the coming 
hazards and selling many windstorm 
policies. In charting their business to cap- 
italize on the vital need for windstorm 
protection at this time, they are steering 
a straight course to bigger profits. 


“TITVERPOOL, 
a—4\ 
vo LONDON 
GLOBE. 


Insuramce Co uv 


Executive Offices: 1 Pershing Square 
Park Ave. at 42nd St., New York, N. Y. 


Western Dept. Pacific Coast Dept. 
CHICAGO SAN FRANCISCO 


THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND 
































Changes in Rating 
Methods a Big Task 


MODIFIED SCHEDULES SOUGHT 





Attainment of This Goal Appears Dis. 
tant With Many Schedules Now 
Used in the East 





Simplification of fire rating schedules 
continues to be one of ‘the most talked 
about important subjects among fire in- 
surance leaders in New York. The ex- 
pense of rating large areas and keeping 
rates up to date through inspections and 
reviews is tremendous. Many company 
executives believe that the costs are too 
high and constitute a part of the ex- 
pense ratio that can eventually be re- 
duced. 

Several suggestions have been offered 
to the effect that the present rating 
schedules in the East, of which there 
are several, are far too complicated and 
extend too much in the direction of es- 
tablishing minor credits and debits for 
a host of unimportant features of build- 
ing construction and occupancy. The 
application of so many details of a 
schedule takes time and money and in 
the end does not necessarily mean that 
the risks will be very much better for 
the companies that write them. ‘There 
is much doubt as to whether the expense 
involved in applying an intricate fire rate 
schedule really is profitable for the com- 
panies. 


During the last few months the sub- 
ject of simplifying rate schedules has 
been discussed over and over agai 
among informal groups of fire insurance 
executives. The hitch comes in the fact 
‘that to alter rate schedules that have 
been filed with state insurance depart- 
ments is extremely bothersome ‘and ex- 
pensive. And when a schedule has been 
modified after much effort the job a 
applying the modifications is no meat 
task. Witness the length of time con- 
sumed in re-rating New York State. It 
has consumed several years already and 
will take more. 

All of which does not mean that just 
because an improvement is difficult to 
attain it should not be sought. But, 
nevertheless, it will be several years be- 
fore any real constructive progress cam 
be accomplished even though a definite 
start is made this year. Changing any- 
thing which applies to fire rating 1s @ 
slow and prolonged task. Members 0 
the Eastern Underwriters Association 
will undoubtedly work for ultimate mod- 
ification of the rating systems, and once 
that goal is attained it should result m 
a satisfactory savings to the companits. 

In connection with the movement for 
the simplification of fire rating goes the 
suggestion that instead of having fre- 
quent re-ratings of risks as hazards 
change the companies require their field 
representatives to make more frequemt 
inspections of important risks in ordet 
to check up on any additional hazards 
which might have been created. [i these 
hazards are promptly corrected theres 
no need for the application of penalties 
and re-rating. On the other hand the 
companies would encourage improve 
ments in risks as they have always dont 
A rating schedule without too many tt 
finements can be applied satisfactorily 
as long as the companies through thei 
inspection departments already in opel 
ation keep a fair check on the condi 
tions of large risks. 





QUICK ARSON CONVICTION 
The Fire Underwriters’ Investigati 
and Loss Information Bureau of Cana 
has been accomplishing some good work 
lately in prosecuting arson cases. /# 
one instance a fire bug was arrested até 
sentenced to seven years in jail within 
ten days after the fire occurred. Se 
eral other cases have also been handled 
successfully lately, resulting in pris 
term convictions for arsonists. A 1 
member of the staff of the Bureau ® 
Clifford Argue, former Ontario dept! 
fire marshal. 
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Sprinklers Short Cut 
To Improved Business 


LOCAL AGENTS PROFIT BY IT 





Sprinkler Argument, With the Savings 
to Assured, Protects Agents’ Ac- 
counts From Brokers 





Bluefield, West Virginia, where city 
officials and leading business men staged 
a public celebration sometime ago after 
the installation of automatic sprinklers 
in a big furniture store, ridding the busi- 
ness district of its worst fire menace, 
was host this year to the state associa- 
tion of local agents. Most of the ad- 
dresses which made the meeting full 
of interest were contributed by local 
agents; but on hand also were a number 
of company officials and special agents 
who rubbed elbows with everybody in 
casual conversations in the hotel lobby. 
Among the latter was a veteran field 
man—a special agent who has kept his 
finger on the agency pulse for over a 
quarter of a century. 

“Not forgetting that I am getting along 
in years myself,” he observed to a friend- 
ly group, “this convention makes me 
realize more than ever that ‘youth must 
be served’ in the local agency business 
the same as in the fighting game. The 
average age of the agents in attendance 
at this meeting is much less than the 
average age of leading agents of a dozen 
years ago. This fits in with my ex- 
perience in the field. No question about 
ii—the premiums are drifting away from 
the oldtimers and into the offices of 
these younger men. They are so ag- 
gressive and progressive, and so quick 
to pick up and adopt new ideas, that 
they are running away with the business. 
‘Standing pat’ with an agency was all 
right years ago, but it doesn’t work 
against agents who keep on adding aces 
that draw business.” 

Commission Income Grows 

One of the chief strings to the sales 
bow is automatic sprinklers. As one of 
the agents in attendance at the West 
Virginia meeting said: “I am second to 
my father in the ownership and opera- 
tion of our agency; but I am first of all 
the agents in our town to fight for 
sprinkler installations, and have won a 
short cut to bigger business because I 
was willing to take a temporary cut in 
commission income.” 

“You make me think of my father,” 
said an older agent. “He did business 
in the days when the policies were hand- 
written, and the daily reports had to 
be copied three times. He had the con- 

dence of a big following, and seemed 
to satisfy them all right. I have held 
the business, too, though we have girls 
and typewriters and a simplified manner 
of keeping accounts now.” 

You're lucky,” responded the other, 

but I hope you get a still more modern 
viewpoint before it is too late. Auto- 
— sprinklers for the protection of 
Pot ee properties have been available 

T nearly half a century; but the de- 
mand has become more and more ap- 
= in recent years. Already 20,000,- 
the aoe in North America are under 
: e and certain safety they afford; 
‘one values to the extent of $1,500,- 
anprote oy changing annually from the 
ing ogee class to sprinklers, accord- 

le Insurance papers; and I don’t 


s iat 

hee how you, or any other agent, can 
me on keeping on in the same old way 
—— feeling the effects sooner of 


— the latter stated that the pop- 
prone _ automatic sprinkler protec- 
idea — at such a rate that the 
buildin nes In every agent’s business- 
ne 8 platform, he was not a prophet, 
. @ chronicler of fact. In years gone 
overnight een lost their choicest lines 
ally am PEs sharpshooters”—usu- 
sentatives company salesmen or repre- 
come “a of big city brokerage firms— 
sonics © their towns and showed big 
pa Y Owners the advantage of auto- 
© Sprinkler protection. 
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But the strangers have been finding it 
harder and harder to raid the business 
of local agents in late years. The lat- 
ter have discovered that they can beat 
the outsiders to it by being the first to 
recommend the installation of automatic 
sprinklers, thereby reducing the client’s 
fire insurance rate by from 50 to 85 
per cent. What’s more, leading manu- 
facturers of sprinkler equipment have 
made it easier for them by devising a 
simple plan whereby their choice cus- 
tomers can get the benefits of sprinkler 
protection without withdrawing a cent 
from working capital. 

In a nut shell, the plan is as simple as 
this—automatic sprinklers reduce the 
client’s insurance rate so much that the 
savings pay for the installation in five or 
six years, following which the property 
owner has a permanent improvement 
and can pocket the annual insurance 
savings himself. 

Many agents approach their clients 
with the idea that the reduced insurance 
rate is the chief reason for installing 
sprinklers on the easy-payment plan de- 
vised by manufacturers, and get the 
business on that argument alone. But 
many others, being smart salesmen “as 
well as progressive local agents, use “re- 
duced insurance cost” as only one of the 
many advantages of automatic sprinkler 
protection. That is, they’ picture such 
equipment, not as so much pipe and fit- 
tings, but as a system which will: 

1. Guarantee non-interruption of the 
prospect’s business, thereby assuring 
continued profits and guarding against 
the loss of customers who might 
“switch” in case fire closed his plant. 

2. Guarantee the safety of the lives of 
all who work for him. 

3. Give him peace of mind as regards 
both his property and employes. 

Others who have been most successful 
in winning accounts via the automatic 
sprinkler route have been wide-awake 
enough to realize that prospects for 
such protection include, not only factor- 
ies and big mercantile risks, but also 
such risks as churches, schools, hotels, 
clubs, residences, and other properties 
not ordinarily thought-of as being in 
the commercial class. Even wheer there 
isn’t a chance to provide complete 
sprinkler protection for such risks, the 
agent will do well to recommend the 
installation of such equipment in the 
basement at least. 





NEW YORK BOARD MEETS 

The New York Board of Fire Under- 
writers at its August meeting last week 
voted an assessment of $1.10 per $100 of 
premium on risks in Manhattan and The 
Bronx for the support of the Fire Pa- 
trol for six months and $1.30 per $100 
of premium for the general expenses of 
the Board. The latter levy includes 10 
cents for the work of the special ar- 
son committee. Three men members 
were elected. They are Edgar Treacy, 
assistant secretary of C. W. Sparks & 
Co., Inc.; A. R. Thommasson, vice-presi- 
dent of the Commonwealth, and H. J. 
Robinson, acting United States manager 
of the Queensland. 





BOSTON FIRE PREMIUMS 


For the first six months of this year 
the John C. Paige & Co. agency led the 


field in Boston in fire premium income. * 


This agency wrote for its fifteen compa- 
nies apremium volume of $377,926, a de- 
crease of nearly $30,000 over the same 
period last year. Gilmour, Rothery & 
Co. ranked second, Russell & Fairfield 
third, Field & Cowles fourth, and R. A. 
Boit & Co. fifth. 





FORMING NEW FIRE COMPANY 


_ The Western Insurance Co. of Amer- 
ica is being organized in Seattle, Wash., 
by interests identified with the General 
of America and will be operated as a 
running mate to that company. It is be- 
lieved that the new company will be a 
regular stock insurer with an initial cap- 
ital of $200,000 and that it will not issue 
any participating policies in any of the 
states in which it is admitted. 


. 
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Fire Insurance Rates 


RATE IS NOT A _ PRICE SET 





Analysis of Rate-Making by J. G. 
Hubbell Refutes Charge That 
Premium Is Purely Arbitrary 





Although written several months ago 
as an explanation of the making of fire 
insurance rates an article by Joseph G. 
Hubbell of the National Inspection Co. 
of Chicago constitutes an excellent an- 
swer to the charges published recently 
by the “Magazine of Wall Street” that 
fre insurance companies are making an 
unduly large profit from their rates and 
are charging the public far too much for 
the protection they receive. Mr. Hub- 
bell, who has had nearly thirty years of 
experience as an inspector and expert in 
the formulation of fire rates, says that 
the presumption that premium rates 
charged conceal an exorbitant profit is 
so ingrained that it is almost a waste of 
energy to try to discuss the question 
with individuals outside the insurance 
business. And the underwriting figures 
show to what extent most rates do not 
yield a profit. 

According to Mr. Hubbell, whose 
analysis has been read with much ap- 
proval by many fire insurance execu- 
tives a rate is not a price set, it is an 
analysis of a physical assembly, mostly 
in terms of features of construction con- 
tributing to the spread or restriction of 
a fire in a structure, as compared with 
the same features in other structures. A 
rate is only a point of departure; it is a 
good average estimate. It sums up all 
the averages of good and bad property 
management, of honesty and dishonesty, 
of ignorance and wisdom. Likewise, 
says Mr. Hubbell, it has wrought into 
its fabric all the mistakes and successes 
of company management, loose adjust- 
ments and tight ones, accommodation 
lines and cautiously written ones and 
taxes. 

Fires Start by Human Agencies 

Except lightning, fires start only by 
human agency or by hazards arising 
from equipment essential to human use, 
according to Mr. Hubbell. Even in the 
rate on an occupied basis there is al- 
ways a lag of five or ten years before 
loss experiences become effective in 
changing the rate on a class. Also, the 
comparative estimate published on any 
risk makes no allowance for the sort of 
individual conducting the business. An 
enterprising man may get his rate re- 
duced, but a laggard rarely succeeds in 
producing an increase in his unless he 
is flagrantly careless. 

On the subject of rate formations, Mr. 
Hubbell says, in part: 

“The biggest factor affecting fire 
losses is quality of ownership, and it 
does not enter into the make-up of the 
individual fire rate. Hence it ought to 
be pretty clear that risks which show av- 
erage care, or better, ought to show an 
underwriting profit, and those which 
show care poorer than the average ought 
to show an underwriting loss. The bur- 
den of my argument is that successful 
underwriting depends almost wholly on 
the discernment exhibited in selectins 
business on the basis of the ability and 
concern of the owner or operator of the 
property as revealed in the manner of 
operation of the property, and in stick- 
ing to that policv. I have figures which 
prove exactly what I have said, and I 
think they prove it with an emphasis 
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that may be a little surprising, but shall 
withhold them for a space. 
Elements of Good Ownership 

“What constitutes good ownership? I 
don’t mean the character of the owner 
himself; I use the term in a more gen- 
eral sense, having in mind the interest 
which the owner has in the preservation 
of the property and the degree to which 
he is able and inclined by his wealth and 
intellectual ability, as well as his expe- 





rience in the particular line of business 
to which the property is devoted, to 
maintain the property safe against fire. 
I cannot get away from the conviction 
that personal element determines the 
probability of fire beyond any of the 
factors which currently enter into the 
rating of a risk. Moral hazard has just 
as many gradations as physical hazard. 

“We currently speak of it only when 
it has reached so high a level as to be 
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a matter of suspecting the honesty of the 
assured, but it operates as a fire preven- 
tive or as an element favoring the ac- 
cident of fire, throughout a whole range 
of degrees which determine the accept- 
ability or unacceptability of business, 
without coming near the area of doubt- 
ful honesty. More than that, the moral 
hazard is not determined by the owner- 
ship; it is the sum of the ownership and 
the property. An honest owner plus a 
profitable property make a good moral 
hazard. A dishonest owner plus a proft- 
able property make a possibly acceptable 
moral hazard—dubious, to be sure, for 
the reason that we may not care to ad- 
just even an honest loss with a crooked 
owner. ; 

“These are old doctrines of our busi- 
ness, but we lose sight of them. If some 
big corporation outgrows a manufactur- 
ing plant, builds a new one on another 
site, and offers the old one for sale or 
lease, the man who thinks he can con- 
tiue writing the old plant with anything 
like the liberality with which he wrote 
it under the original occupancy, just be- 
cause the ownership is above reproach, is 
a fool. Nine times out of ten the prop- 
erty stands vacant for a while, then is 
acquired by some syndicate, which pro- 
ceeds to convert it into tenant manufac- 
turing use. It is more or less unsuited 
to that use, and is probably old and wom 
to begin with; it is not producing rev- 
enue; changes are made; and _ because 
they have to be made out of prospects 
instead of out of income, the money to 
make them is limited and they are usual- 
ly of compromise character. 

“Then the property is rented out, at- 
tracting a miscellaneous assortment of 
concerns which right off the reel are 
qualified by the fact that they are seek- 
ing rented quarters instead of owning 
their own, and, taken as a whole, can 
usually be classed as more or less spect- 
lative or lightly backed financially. The 
hazard of that property under the new 
occupancy is probably two or three times 
what it was under the old. It is safe to 
say that companies drop a lot of money 
on just such. ; 

Difficulties of Certain Classes _ 

“In all large cities we have a class 0 
property known as manufacturing build- 
ings, or loft buildings, or power blocks. 
It is quite a problem to make money 0 
them. Why? Well, here again you are 
dealing with manufacturing concerns 
that are willing or compelled by neces- 
sity to put up with rented quarters. 
There is no doubt at all of the responsi 
bility of some or even many of them, 
particularly in settled lines of trade, like 
printing, where this is a recognized way 
of conducting business. But there are 
some aspects of the situation which un- 
avoidably make the loss _ probability 
higher than reasonable expectations. 

“First, you have put under one 100 
and within four walls, a miscellaneots 
assortment of assured, some doing well 
some doing poorly, and some engaged 1 
purely speculative ventures, and the good 
are involved for damage by fires of the 
others. Next, in most instances you a 
going to have assembled in each partict- 
lar occupancy in one room, the business 
of manufacturing and the business 0! 
warehousing; so your merchandise values 
are going to be exposed fully to the 
manufacturing hazard. It complicates 
manufacturing operations to have met 
chandise mixed up with manufecturing 
operations. Right in this is the «xplan™ 


. tion of that sense of confusion with 


which one leaves a multiple occupaney 

propertv after havine made an pe 

tion. The facts are that each particu’ 
(Continued on nage 24) 


_— 








GUARDIAN LIFE 


INSURANCE CO. 


_———— 
OF 
AMERICA 

















Established 1860 Under the Laws of the State of New York 


HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





— 








Tel. RECtor 7501 





MANAGERS 


25 Church St., New York 3g 









joney 


iss of 
build- 
locks. 
ey on 
yu are 
1cerns 
neces- 
urters. 
ponsi- 
them, 
e, like 
d way 
“e are 
*h un- 
ability 
1s. 
e rool 
neous 
x well, 
ged in 
ic gootl 
of the 
ou are 
articu- 
usiness 
ess ol 
values 
to the 
jlicates 
G mer- 
eturing 
plana 
n with 
upancy 
inspec: 
rticulat 


\ugust 26, 1926 

















ys R 
fe saat 
+e wre wy 
i . AI 
‘a 
~ 


st! 















44. 


cope ght i” 


Re PANU ood 






“AMERICA FORE" 



















A Baker’s Dozen 


Tourist Baggage 
Personal Effects 
Express Shipments 

Trip Transit 

Annual Transit 

Registered Mail 
Salesman’s Samples 

Horse and Wagon 
Theatrical Floaters 

Motor Truck Merchandise 
Instalment Sales 
Fine Arts 

Musical Instruments 


is a business building asset to any 


CRREST STURM Connmas or me Boro. 
PAUL L.MAIO, Pacnocer 


NEW YORK CHICAGO MONTREAL 


Thirteen good reasons why the Inland 
Marine Department of the First American 


FIRST AMERICAN 
FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK, N. Y. 


‘CASH CAPITAL — ONE MILLION DOLLARS 

























agency. 

















SAN FRANCISCO 




















Page 24 








Russian Companies’ 
Surplus $4,635,690 


LIQUIDATION EXPENSE 


Assets Gained $500,000 During Two 
Years of Liquidation; Foreign 
Claims Are Disallowed 


$41,000 





The Liquidation Bureau of the New 
York Insurance 
demonstrated its recognized efficiency in 


Department has again 


handling company monies entrusted to its 
care by securing surplus funds amount- 
ing to $4,635,690 for five Russian compa- 
nies formerly doing business here at a 
liquidation expense of only $41,000. The 
Russian companies were liquidated here 
during the last two years because the 
Soviet Government in Russia had seized 
and nationalized the assets of the home 
offices, established during the imperial 
regime, and had refused to pay claims 
against the companies. As the United 
States has not recognized the present 
Soviet Government it is probable that 
the surplus funds will not be sent back 
to Kussia by the New York State courts 
until such recognition is forthcoming. 

Deputy Superintendent Clarence C. 
Fowler of the New York Insurance De- 
partment undertook the liquidation of 
the First Russian of Petrograd, Second 
Russian of Petrograd, Northern of Mos- 
cow, Moscow Fire and the Russian Re- 
insurance of Petrograd at various pe- 
riods from May, 1925, to June, 1926, act- 
ing on the orders of Superintendent 
James A. Beha. The liquidation orders 
were granted by the courts only after 
considerable opposition on the part of 
foreign claimants who sought to collect 
from the American assets on. policies 
written in Russia and rejected by the 
Soviet. 

Assets Increased $500,000 

The report filed by Deputy Fowler last 
week shows that after all legitimate 
claims had been settled and expenses 
paid the courts and the Federal Govern- 
ment are entrusted with the disposal of 
$4,635,690. During the period of liquida- 
tion the assets were increased through 
interest receipts by $541,508. Deducting 
the expenses of $41,005, the Russian 
companies gained $500,000 while the 
liquidation was in process. The final 
payment of the claims determined as 
just now awaits the approval by the 
courts of the report of the liquidator. 

The liquidation was accomplished at a 
cost of only about 8% of the interest 
earnings, a very low figure, and the 
Liquidation Bureau is to be congratu- 
lated once more upon its splendid work. 
During the two years in which the des- 
tinies of the Russian companies were in 
the hands of the Insurance Department 
assets of $5,252,329 were handled, with 
claims amounting to $4,481,963. The lat- 
ter involved foreign claims of $3,750,309, 
which did not originate from operations 
of the American branches. Deputy 
Fowler adjusted claims of $731,654, which 
he recommends for payment with inter- 
est. After the payment of these claims 
the five companies will have the follow- 
ing surpluses: 


Paret GRUBRIAN |. o5.c.0:0305 8% < $1,322,327 
Second Russian ......... 462,168 
Northern of Moscow.... 460,044 
DEOBGOW “PILE. cic cccien ce os 1,501,112 
Russian Reinsurance..... 889,957 


Details of Liquidations 


The present liquidation status of the 
former United States branches of the 
five Russian companies are given in the 
reports filed as follows: 

First Russian ordered liquidated 
August 8, 1925. Assets taken over, 
$1,233,275; income from August 8, 1925, 
to Tune 30, 1927, $137,613; expenses paid, 
$7,128; increase in assets, $130,991. As- 
sets June 30, 1927, $1,362,982. Total 
claims filed, $794,693.98; disallowed, 
$754,058; allowed, $30,655.68; undeter- 


mined and in suspense, $10,000. 
Second Russian 
May 22, 1925. 


ordered liquidated 
Assets on taking over, 
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$1,071,801; income from May 22, 1925, to 
June 30, 1927, $193,145; expenses, $15,- 

480; claims paid, $41,357. Assets on June 
30, 1927, $1,223,589. Claims presented to- 
taled $2,779,803; disallowed, $2,237,571; 

claims allowed, $368,006; undetermined 
and in suspense, $174,224. 

Northern of Moscow ordered liqui- 
date June 9, 1926. Assets on date of 
taking over, $609,020; income from June 
6, 1926, to June 30, 1927, $19,780; ex- 
penses paid, $6462. Assets on June 30, 
1927, $622,339. Total claims filed, $91,- 
705; disallowed, $60,593; claims allowed, 
$19,657; undetermined, $11,454. 

Moscow Fire ordered liquidated 
August 8, 1926; assets on taking over, 
$1,406,041 ; income from August 8 1925, 
to June 30, 1927, $112,112; disbursements, 
$7,128. Assets on hand June 30, 1927, 
$1,558,870. Total claims filed, $586,772; 
disallowed, $529,013; allowed, $42,758; un- 
determined, $15,000. 

Russian Reinsurance ordered liqui- 
dated September 11, 1925. Assets on 
taking over $872,189; income from Sep- 
tember 11, 1925, to June 30, 1927, $78,- 
&55; disbursements, $8,486; assets, June 


30, 1927, $949,773. Total claims filed, 
$228,989; disallowed, $169,072; allowed, 
$59,186; undetermined, $729. 





Factors Determining 
Fire Rate-Making 


(Continued from Page 22) 


occupancy, being more or less crowded 
in upon itself, is more hazardous than it 
would be in its own building. More- 
over, many of them take on a flavor of 
respectability through being found in an 
important location, which you would 
quickly sense as lacking if they were by 
themselves. 

“Certain lines of business are extreme- 
ly competitive. Take ordinary interior 
finishing woodworking. Very many of 
the shops engaged in this line are co- 
operative, particularly among Bohemians 
and Scandinavians. Even where individ- 
ually owned, margins are so close that 
the owners are frequently found work- 
ing in the shop along with other opera- 
tives. If the business is making a profit, 
these men know how to manage the 
premises and the place will be found 
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clean, and usually the fundamental haz- 
ards will be pretty well controlled. But 
if the business is not doing more than 
making a living, there will be a shorten- 
ing up on care, bearings will be shaggy 
with oily dirt, floors unswept, and the 
place more or less choked with litter. 
These two instances are just two differ- 
ent gradations of moral hazard. There 
is not in either a thought of burning the 
place, but it is dead certain that the 
probabiliy of a fire is much greater in 
the second instance than in the first, for 
not only is the incentive to guard against 
fire loss, but also the time and the 
money, and, from fagged energy, prob- 
ably the disposition is less. 

“This method of analysis can be car- 
ried out for all classes of business. The 
interest of the manager or owner is go- 
ing to be in some way proportional. to 
the returns the business is making, and 
the fire hazard is going to be kept con- 
trolled by that interest to the extent of 
the ability of the manager or owner and 
his capacity to realize the importance of 
organized supervision of things from 
which the danger of fire appears. The 
entirely orderly manager not only keeps 
fire hazard under control, but his very 
orderliness extends into all his business 
operations and gives him a larger chance 
of making a success in whatever line of 
endeavor he is engaged. So, taking the 
ordinary run of properties, those which 
show systematic administration have the 
double advantage of probable commer- 
cial success and good care.” 








LOUISIANA HEARINGS SET 


There will be a conference at New 
Orleans on September 19 and 20 between 
the Louisiana Insurance Commission 
and representatives of the fire compa- 
nies for the purpose of reaching an un- 
derstanding on the administration of the 
Louisiana rating law. A proposed fire 
advance will be discussed at a hearing 
there on September 20. 


THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the comarca cf its man- 
eat and the management of THE 

OVER is an absolute assurance of 
- on eae of its policy. 
CHARLES W. HIGLEY, President 
er a CLARK, Vice-President 
HOLLM ecy. 
m.. S “GIBERSON, "Treasurer 
MONS, — Secy. 
A. E. GILBERT, Asst. Secy. 
HOME OFFICE 
Hanover ets ad Pine St. 


Howle, Jarvis Pe nage Inc., Gen’l Agts. 
Metropolitan District 
81 JOHN STREET 
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URBAINE 


GENERAL FIRE ASSURANCE CO. 


of Paris, France 


of Paris, France 


| EAGLE STAR & BRITISH DOMINIONS 
INSURANCE CO., Ltd. 


of London, England 


Underwriting Service Throughout The United States 


FIRE INSURANCE CO. 
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FINLAYSON TO SPEAK HERE 





Canadian Superintendent Will Be Guest 
of Honor at N. Y. Insurance Society 
Dinner on October 24 


The Insurance Society of New York 
is planning a gala annual affair on the 
evening ot Monday, October 24, at the 
Hotel Astor in New York City. This 
dinner meeting, which will be held in 
the Grand Ball Room, will have as its 
guest of honor the insurance superin- 
tendent of Canada, G, D. Finlayson of 
Ottawa. Other leading Canadian officials 
have been invited by President Edward 
C. Lunt to attend the dinner. Insurance 
Superintendent James A. Beha of New 
York will welcome the Canadian gov- 
ernment officials on behalf of this state. 

Superintendent Finlayson, in accepting 
Mr. Lunt’s invitation, stated that he was 
heartily in sympathy with the aims and 
purposes of the Insurance Society and 
like educational organizations and ex- 
pressed his pleasufe over the interna- 
tional character of this annual meeting. 
He said such occasions offered oppor- 
tunities for improving the fraternal re- 
lations between the United States and 
Canada. 





STOCK INCREASE VOTED 





Glens Falls Stockholders Approve In- 
crease to $4,000,000; Will Sell 
75,000 Shares of Stock 
The Glens Falls stockholders last 
week voted to approve the increase in 
capital stock of the company from 
$2,500,000 to $4,000,000 and also voted to 
declare a stock dividend of 30% to stock- 
holders of record at the close of busi- 
ness on August 17. This dividend will 
be payable on October 3. It was like- 
wise voted to sell 75,000 shares of stock, 
the proceeds from which will restore to 
the surplus the amount necessary to take 
therefrom to pay the 30% stock dividend 
and also add to it sufficient to bring the 
capital up to $4,000,000. The surplus will 

be increased by $1,500,000. 


NEW HOBOKEN AGENCY 


Hans Muller Will Handle Fire and 
Casualty Business; Also Real Es- 
tate and Mortgages 


A new insurance and real estate office 
has been opened in Hoboken and will 
be conducted by Hans Muller, formerly 
associated with the Kislak Co., insur- 
ance and real estate in the same city. 
The offices of the new firm are located 
on the second. and third floors at 99 
Washington street. 

The insurance department will be un- 
der the supervision of John N. Sciore, 
who was also formerly associated with 
the Kislak Co. and who is well known 
i insurance circles in Hudson County. 

Mr. Muller, previous to his being 
connected with the Kislak Co., was in 
the insurance and realty business for 
ten years at Union City, N. J 

he new firm has been appointed 
agents for Hudson County for the 
Franklin-National Fire, United States 

Fire and the General Casualty Society. 
Mr. Muller expects to be appointed 
agent for several other fire companies. 


W. A. STURGIS TRANSFERRED 

William A. Sturgis of Portland, Me., 
field man of the Pennsylania Fire and 
Commonwealth in Maine for several 
years, will shortly be transferred to Bos- 
ton as special agent of the whole North 
British & Mercantile group of compa- 
Wii He will be succeeded in Maine by 
Nerd E. Wormwood of Manchester, 


. H., who has been with the Fidelity- 
henix, 














SANFORD GENERAL AGENT 

A. F. Sanford has been appointed gen- 
eral agent of the Allemannia Fire with 
€adquarters at the home office in Pitts- 
ag He was general agent of the 
Sastern department of the Union of 
on in New York until the business 

that company was reinsured in the 


United States Fire of the Crum & For- 
ster, group. : 


OUTLINES OF FIRE COURSES 





Insurance Institute Issues 1927-1928 
Syliabus; Junior, Intermediate 
and Senior Courses 


The Insurance Institute of America 
has just issued its syllabus of insurance 
courses for the 1927-1928 season, which 
begins in New York about October 15. 
The fire courses embrace the junior, in- 
termediate and senior series of lectures 
as heretofore. In brief the junior course 
takes;up the principles and history of 
fire insurance; the policy of fire insur- 
ance contract; building construction; fire 
prevention and fire protection; common 
fire hazards; special hazards, the wood- 
working industries, and elementary Eng- 
lish. 

The intermediate fire course takes up 
the history and elementary principles of 
fire insurance rating; policy clauses and 
forms; drafting; public and private fire 
protection; electrical fire hazards; the 
metal industries as special hazards and 
advanced English. The senior course 
makes a study of principles and practices 
of fire rating; fire loss settlement; agen- 
cies, agency law, organization and man- 
agement; automatic sprinkler equip- 
ments and supervisory service; chemical 


Agents Blame E. U. A. 
For Branch Offices 


(Continued from page 16) 
nished food for thought and prayerful 
consideration. 

“Both the Fidelity & Casualty and the 
Maryland are well established branch 
office operating companies. And it is a 
short step from entrance of a fire com- 
pany into a casualty branch office for 
automobile lines, to all'other fire lines 
as well. 

“Hand.in hand with the branch office 
menace of the fire business, is the grow- 
ing tendency on the part of the casualty 
and surety companies to operate through 
so-called specialty departments, for de- 
velopment of new lines. e 

“This is a problem that rests entirely 
in vour hands. Study the new forms, 
and sell them. The companies find it 
more economical and more satisfactory 
to place them in the hands of their 
agents than to establish specialty de- 
partments.” 








fire hazards; textiles and the textile in- 
dustries; legal requirements and _ state 
supervision. Lists of reference books are 
included in the syllabus. 


“In your state,” he said, “you have 
a number of marine brokers and general 
together under a blanket marine form of 
coverage for chain store systems, to be 
written in companies whose names you 
never heard, mostly foreign and non- 
admitted. 

“The insurance commissioner of New 
York has ruled that the writing of chain 
stores and their merchandise in transit, 
in the warehouse and in the store, all 
together pnder a blanket marine form of 
coverage, is discriminatory, and no com- 
pany admitted to that state is permitted 
to write this form. But the non-admit- 
ted marine writing companies are grab- 
bing this important and constantly grow- 
ing business. 

“Your National Association officers 
have had conferences with the E. U. A. 
on this subject, and a committee is now 
at work trying to devise a form which 
would return this business to the chan- 
nels to which it belongs properly—the 
admitted fire companies, and_ their 
agents.” 

Speaking of qualification laws, Mr. 
Bennett said that their passage in many 
states is gratifying, adding that a “suit- 
able qualification law is greatly to be 
desired, but of itself will not bring about 
the millenium.” 








rapped. 


say. 








s- Poor Richard 


a id : “— f you will not hear Reason, she will surely 
rap your knuckles.” 
You cannot tell your prospects that 


when talking Insurance, but you can show 
them how the knuckles of others have been 


And the experiences of others, for the 
time at least, impress the minds of those 
who hear them, as Poor Richard would 


It is at such times—immediately after 
a fire, automobile accident, windstorm or 


of insurance covers. 





other 





The Franklin Fire offers to agents a wide range 
Well qualified agents in ter- 
ritories where this Company is not already repre- 
sented, are invited to investigate the advantages 
offered by this old established Company. 


Gbe FRANKLIN FIRE INSURANCE COMPANY 


0 Philadelphia 


i aaa 1829 


insurable _yor 
should follow up the event while it is 
fresh in the minds of the public. 
into the locality in which the incident oc- 
curred and talk insurance against that 
particular misfortune to the neighbors. 
They will be in a receptive mood and ready 
to listen to Reason. 

Incidentally, another appeal to Reason 
is the age and reputation of the Company 
you represent—The Franklin Fire. 





misfortune—that you 


Go right 
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Issues New Rules on 
Mass. Agents’ Licenses 


PREVIOUS ONES 


SUPERSEDED 





Commissioner Monk Clears Up Doubt 
By Stating Exactly Who Must Take 
Quizzes to be Licensed 





In view of the general confusion which 
has existed in Massachusetts in connec- 
tion with the administration of the law 
requiring that applicants for agency li- 
censes pass satisfactory examinations, 
Insurance Commissioner Wesley  E. 
Monk last week issued new rules super- 
seding those promulgated on August 1. 
These rules follow: 

“I. No person, who is otherwise suii- 
able and trustworthy, whose appoint- 
ment by any company as an insurance 
agent under said section is filed with the 
department on or after August 8, 1927, 
will be licensed under said section until 
he has satisfactorily passed, except as 
hereinafter provided, a written examina- 
tion to test his competency to hold such 
a license. 

“The examination will cover the more 
important provisions of the insurance 
laws. insurance practices and, except as 
provided in VI., infra, will particularly 
relate to the provisions of the different 
forms of policies issued by the com- 
pany making the appointment. 

“TI. The requirement of Rule I. shall 
not apply: 


Those to Whom Rules Do Not Apply 
“(a) To any person who has been li- 
censed in this commonwealth as an in- 
surance broker since January 1, 1912. 
“(b) To any person who has held a 
license in this commonwealth prior to 
August 8, 1927, as an insurance agent of 
any company and who is appointed as 
an agent of another company transact- 
ing the same class or classes of busi- 
ness as the company for which he was 


A 








R. P. Baxsour, Mer. 


PACIFIC COAST DEPT. 
C. E. Avian, Mer. 








228 Pine Street, San Francisco, Cal. 


previously licensed a an agent; pro- 
vided that such person has been licensed 
as aforesaid for a continuous period of 
at least two full years at any time prior 
to the filing of the new appointment with 
the department. 

“(c) To any person who has passed 
said examination in connection with a 
license issued under said section 163 as 
an insurance agent of a company trans- 
act the same class or classes of business 
as the appointing company. That is, for 
instance, a person who, after passing 
said examination is licensed as an in- 
surance agent of a fire insurance com- 
pany may thereafter be licensed as an 
insurance agent of other fire companies 
without undergoing said examination. 

“(d) To the renewal on June 30, 1928, 
or any subsequent year, of any agent’s 
license issued prior to August 8, 1927. 

“III. No person will be permitted to 
take the examination unless his appoint- 
ment by the company in the form pre- 
scribed by said Section 163 has been 
actually filed with the department. 

“IV. The department will give no 
notice to appointees to appear for ex- 
amination. It is incumbent upon the 
appointing company to notify its ap- 
pointees to appear for the examination. 

Pay License Fees After Exams Are 

Passed 


“V. Companies should not remit the 
license fee in connection with an ap- 
pointment of an agent who is required 
hereunder to take the examination until 
notified by the department that the ap- 
pointee has passed the examination. The 
license will not be issued until the fee 
is paid. The fee must accompany the 
appointment (as heretofore) in the case 
of an appointee who comes within the 
exemptions stated in II., supra. It is 
incumbent upon the appointing company 
to ascertain whether or not an appointee 
is required to take the examination. 

No fee is required for the examination. 


_ “VI. A person appointed an agent of a mul- 
tiple line company, who proposes to solicit only 





Steam Up for Increased Premium Production 


Through the Sale of Every Kind of Cover 


NORTHERN ASSURANCE COMPANY LIMITED, 


OF LONDON 


UNITED STATES BRANCH 





80 JOHN STREET, NEW YORK 
H. N. Keusey, Deputy Mgr. 
MARINE DEPT. 

Ws. H, McGee & Co. 

11 So. William St., New York, N. Y, 
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a specified class or classes of policies written 
by such a company, will be examined as afore- 
said in respect to such specified class or classes; 
provided, that the company attaches to its ap- 
pointment a statement setting forth that the 
applicant is to solicit such specified class or 
classes, the name or names of such class or 
classes, and that the company will not issue 
policies of any other class on any applications 
therefor which may be solicited by such ap- 
pointee; and provided further that the appointee 
shall execute a written agreement that he will 
solicit only such specified class or classes, of 
policies and that such agreement is attached ‘to 


or endorsed upon the appointment or the sworn 


statement executed by the appointee. 

“VII. These requirements apply to partner- 
ship and corporation agency licenses; that is, 
the individual members of a firm, or the offi- 
cers of a corporation, appointed as an agent 
are required to qualify in like manner as an 
individual, subject, however, to the exceptions 
named in II., supra. 

“VIII. The first examination will be held on 
Thursday, September 1, 1927, at 10 o’clock 
A. M. at the State House, Boston. All per- 
sons whose appointments are filed on or after 
August 8, 1927, must appear at that time for 
examination. 

“Thereaiter, and until further notice, exam- 
inations will be held at the State House, Bos- 
ton, only on the first Monday of each month at 
10 o’clock A. M. or the following day if that 
is a legal holiday. 

“IX. Notice of the result of the examination 
will be sent as soon as possible to the appoint- 
ing company and the appointee. 

“xX. No person who fails to pass said exam- 
ination will be permitted to take another ex- 
amination prior to the expiration of three 
months from the date of the previous examina: 
tion. A person who fails to appear for an ex- 
amination at the appointed time must appear 
on the next regular examination day. 

“XI. Companies are requested thoroughly to 
instruct their general agents or managers in’ re- 
spect to the foregoing requirements.” 





INVESTIGATE BOSTON RATES 

Mayor Nichols of Boston has appoint- 
ed Felix Vorenburg, vice-president of 
the Gilchrist Co. and prominent on the 
Boston Chamber of Commerce, as chair- 
man of a special committee of business 
men to investigate the recent advances 
in the fire insurance rates made by the 
Boston Board of Fire Underwriters. 
Mayor Nichols threatens to appeal the 
rate advance to the Massachusetts State 
3oard of Appeals on Fire Insurance 
Rates for relief. 


C. W. Coorer, Secy. 
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VITAL ASSET 





Warm Tribute to Insurance Newspapers 
Paid by National Association of 
Insurance Agents 


In its current issue the National As- 
sociation of Insurance Agents’ “Amer- 
ican Agency Bulletin” pays this compli- 
ment to the insurance newspapers: 

“We believe, as always, that the in- 
surance press is a vital asset to the in- 
surance business. We believe that the 
insurance press compares favorably with 
any trade press in the country. Its edi- 
tors and reporters represent journalism 
in its highest form. More than any other 
influence, it tends to keep sanity in the 
business.” 





SOUTHERN CRUISE FOR AGENTS 

Linden F. Braud, secretary of the 
New Orleans Insurance Exchange, has 
made arrangements with the United 
Fruit Co. to reserve several staterooms 
on the steamer “Parismina” sailing from 
New Orleans Saturday, October 22, for 
a sixteen-day cruise to Havana, Panama 
Canal and other West Indian ports. This 
trip starts immediately after the close 
of the annual convention in New Or- 
leans of the National Association of In- 
surance Agents and it is expected that 
several visiting agents will use the op- 
portunity for a southern sea trip. Ex- 
penses for the cruise range from $200 
to $225 





FIRE HELPED PLANT 
A fire at the Roth Brick Works, 
Stowe, Pa., caused a loss and it didn't 
When the burning roof of one of the 
buildings baked the bricks in the kilns 
at no more cost than usual. 





If prior to the fire, title to the proper- 
ty had not passed, and no deed had been 
delivered, there is no change of title as 
will void the policy. (Twin City Fire 
Ins. Co. vs. Wilson, Kentucky Ct. of Ap- 


peals, June 6, 1927.) 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 





NEAL BASSETT, President 


JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President and Secretary 


WELLS T. BASSETT, Vice-President and Secretary 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 





ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE CO., OF PHILADELPHIA, PA. 





ORGANIZED 1854 


MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 





ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO., OF PITTSBURGH, PA. 





ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO., OF PITTSBURGH, PA. 





ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO., OF MILWAUKEE, WIS. 





ORGANIZED 1886 . 


CAPITAL FIRE INSURANCE C0., OF CONCORD, N. H. 


HOME OFFICES 
NEWARK, NEW JERSEY 








PHILADELPHIA, PA. CONCORD, N. H. MILWAUKEE, WIS. PITTSBURGH, PA. 
DEPARTMENT OFFICES 
WESTERN DEPARTMENT PACIFIC DEPARTMENT 
H. A. CLARK, Manager W. W. & E. G. POTTER, Managers 
844 Rush Street 60 Sansome Street 
CHICAGO, ILL. SAN FRANCISCO, CAL. 


LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
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Suit In West Faces 
National Guaranty 


INDIANA SPECIAL RISK LOSS 


Said to Have Burned Ten Days After 
Being Bound by Binder; A. M. 
Best on Company 





Considerable surprise was expressed 
by underwriters this week when it be- 
came known that the National Guaranty 
(RK. R. Tuttle company) of Newark is 
threatened with a lawsuit over a special 
risk in Columbus, Ind. The risk is the 
Vacuum Cotton Harvester Co. It was 
placed by R. N. Crawford & Co., Insur- 
ance Exchange Building, Chicago, who 
are represented in the action by East- 
man, White, Hawxhurst & Lind of Chi- 
cago. The latter inform The Eastern 
Underwriter that the company has re- 
fused to pay the loss “on a technicality 
which | we do not consider a good de- 
fense.” Continuing, they say: “Suit is 
pending against them now in which we 
hope to make full recovery.” 

The surprise felt on the Street is be- 
cause it was not known that the com- 
pany’s operations reached as far as In- 
diana, nor that it wrote special risks of 
this type. In December, 1924, the com- 
pany issued literature saying that it 
would secure business only direct from 
the insured; that it would insure only 
buildings of high type and under protec- 
tion; and would also write automobiles 
owned by preferred class of risks. Later, 
the company supplemented its writing 
program, extending it somewhat. 

It is reported that the Indiana risk 
was written under a binder; and that 
the company informed a New York 
broker with whom the Chicago broker 
did business that it must decline the line, 
several days thereafter the risk burning. 

Best’s Report on Company 

The Alfred M. Best Co. give some 
interesting comments on the National 
Guaranty Fire in its latest fire insurance 
annual publication as follows: 

During the four months of 1925, fol- 
lowing the securing of its license to 
operate, it wrote net premiums of $6,- 
967.65 only, and during the whole of 1926 
the net premiums written were but 
$72,172.26. 

It furnished us on December 17, 1924, 
a prospectus which stated that the com- 
pany would not deal with agents, but 
would secure its business direct from the 
insured; and that it would insure only 
buildings of high type and under pro- 
tection (accepting no lines on contents), 
and automobiles “owned by men in the 
preferred class.” Estimates of profits 
were predicated upon the expectation 
that Ponts would be unusually small, and 
savings in acquisition cost which pro- 
moters claimed would be effected under 


this plan of operation. In fact, the ex- 
penses have been heavy in proportion 
to the premiums written, viz., 125.8% 


in 1925 and 66.6% in 1926, due in part to 


the very small volume of business trans- 
acted. 
Change Plan 
The plan of insuring only buildings 


and preferred automobile risks has been 
radically changed. Replying to an in- 
quiry from us dated December 17, 1926, 
the president of the company stated, 
under date of December 30, 1926, that it 


had not abandoned the direct-dealing 
plan, but that, “We have supplemented 
this by accepting some direct business 


through agents and brokers, and we are 
also writing manufacturing risks under 
the usual blanket form of cover, includ- 
ing buildings, machinery and contents.” 
He further stated that the company was 
“accepting some surplus line business on 
properties outside of New Jersey, but 
only to a limited extent,” and that the 
company had “been admitted to seven 
States outside of New Jersey, and had 
applications pending for admission to 
several other States. 

The investments consist mainly of 
bonds and stocks, with a small amount 


of mortgage loans. The annual state- 
ment shows eleven of the latter, amount- 
ing to $82,000, all secured by improved 
New Jersey property.. The bonds are 
all of high character. Stocks are largely 
public utilities, and include also 2,500 
shares of the Independent Bonding & 
Casualty Insurance Co., par value $12,500 
carried at cost $20,000. The company 
advised us on April 4, 1927, that this 
stock was being resold. 

Agents 

The prospectus of this company stated 
that it would accept no business through 
agents, but would deal direct with the 
insured, writing only lines on buildings 
and automobiles of preferred classifica- 
tion at 25% less than tariff rates, which 
substantial reduction it considered jus- 
tified upon the theory that the com- 
pany’s plan of operation would result in 
exceptionally low losses and expenses 
compared with premiums. It was further 
represented that the company would in- 
sure only its own stockholders. As al- 
ready stated, this plan has been radical- 
ly changed; the president advised us in 
December, 1926, that the company was 
not only soliciting business direct from 
the insured, but was writing through its 
own agents, accepting business through 
other agents and brokers, writing some 
surplus line business and writing under 
blanket form, including buildings, ma- 
chinery and other contents. 

The company informed us that the 
Underwriting Management Corporation 
had a long-term contract for the sale 
of the company’s stock and the produc- 
tion of business. The prospectus stated 
that under this contract the Management 
Corporation was allowed 20% of the 
proceeds of stock sold and 25% commis- 
sion on all premiums written. In view 
of the large amount of capital and sur- 
plus which it was proposed to raise, 
namely, $7,000,000, the 20% allowance 
for organization expenses is very large. 
It would consume at the maximum $1,- 
400,000 out of the total of $5,000,000 sur- 
plus to be contributed by the stockhold- 
ers. The prospectus stated that the 
stock would be marketed in four instal- 
ments of 100,000 shares, par value $5.00, 
as follows: 

First allotment: 100,000 shares, par 
value $5.00, to be sold at $10 per share. 

Beginning with the sale of the second 
allotment, the prospectus stated that 
stock would be sold only in conjunction 
with insurance on buildings or automo- 
biles owned by the subscribers for stock, 
whose subscriptions would be limited to 
an amount not exceeding 25% of the 
premiums to be paid by them on insur- 
ance purchased from the company. 

Second allotment: 100,000 shares, par 
value $5.00, to be sold at $15.00 per 
share. 

Third allotment: 
value $5.00, to be 
share. 

Fourth allotment: 100,000 shares, $5.00 
per share, to be sold at $25.00 per share. 

If the entire capital and surplus were 
sold as above stated, the gross pro- 
ceeds would be $2,000,000 for capital ac- 
count and $5,000,000 for surplus account. 
Out of the latter amount, $1,400,000 
would be consumed by the organization 
expense. Moreover, the Management 
Corporation would receive 25% commis- 
sion upon all premiums paid to the com- 
pany by the purchasers of the stock. 

New Ten-Year Contract 

A memorandum received from the 
company in March, 1927, states that in 
New Jersey the company writes “build- 
ings under fire department protection at 
rates 25% less than the established 
tariff rates, and automobiles at rates 20% 
below tariff. In other States in which 


100,000 shares, par 
sold at $20.00 per 
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Editorial 


Neary four score years ago the Ohio 
Farmers Insurance Company was organ- 
ized here at Westfield Center which has 
since become Le Roy. That was in 1848 
and next year, 1928, will witness the 
Eightieth Anniversary of the founding 
of this Company. 

These eighty years have been filled 
with experiences and rich with intimate 
contacts with agents in the field. They 
have taught us to know the needs of the 
men at the firing line and to depend up- 
on their cooperation in handling some of 
the difficult phases of the fire insurance 
business. 

If you now represent the Ohio Farmers 
you must have felt the warmer spirit of 
friendship which exists between the 
home office management and yourselves. 
If you do not represent us, perhaps you 
would like to become a member of the 
Ohio Farmers Family. If so, write to the 
home office at LeRoy. Then, if we need 
an agent in your city, you can be a part 
of this eighty year old institution. 





L 


THE Ohio Farmers Insurance Company 
is represented in the southwestern part 
of the United States by Harris & Spear, 
Inc., formerly Harris & Watson, Inc. 
Their office is in the Great Republic Life 
Building, Los Angeles. 


In northwestern territory, Charles B. 
De Mille, Title & Trust Building, Seattle, 
is general agent for the Ohio Farmers. 


E. K. Schultz & Co., Manhattan Build- 
ing, Philadelphia, represent the Company 
in eastern and New England territory. 


Le ROY, the little Ohio village which 
houses Ohio Farmers people, is a place 
of beauty in the summer time. Many 
visitors come here and we are glad to 
see them and try to make them glad 
they came. 


If you are in the neighborhood of 
Le Roy, (Cleveland is nearby), come to 
see us. We have no latchstring, but if 
we had it would be out. Perhaps you'll 
see the Old Man on the Fence! 











the company is licensed it is writing at 
tariff rates.” 

In April, 1927, the company advised 
us that this contract had been super- 
ceded by another dated January 24, 1927. 
The new contract is for ten years. It 
fixes the compensation for the sale of 
stock at 74% of the selling prices, plus 
12'4% expense allowance. The Manage- 
ment Corporation agrees “to sell the 
stock, so far as possible, in conjunction 
with insurance * * ” All expenses 
are to be paid out Ps ‘the expense al- 
lowance. The Management Corporation 
is given the right to sell “the unsold 
portion of the First 100,000 shares” at 
$10 per share and “50,000 shares of the 
unsold portion of the Second 100,000 
shares” at $15.00 per share. 

The contract further 
Management Corporation “underwriting 
agent” with broad powers. For such 
services it is entitled to 5% commission 
on business written through agents, and 
10% on direct business; both based upon 
gross premiums, less cancellations, but 
without deduction of reinsurance. All 
expenses must be borne by the insur- 
ance company. A contingent commis- 


J. Campbell Haywood 


ADJUSTER 
for STATE of CONNECTICUT 


appoints the 























Wide Experi Promp: cago 
wae Mode te Charges e Seete PACIFIC DEPARTMENT 
221-4 Washington N. W. Cor. Sansome and Sacramento Sts. 
Warren, Conn. Cornwall Bridge P. O. n Francisco, 


sion of 714% of the profits is also pro- 
vided for. 

On December 31, 1926, the directors 
owned $53,535 par value of the paid-in 
capital of $416,000 then outstanding. 





CHANGE IN RATE COMMISSION 

I. W. Gibbs, assistant professor of ac- 
_counting at the College of William & 
Mary, has succeeded Dr. J. M. Klamon 
as statistician for the legislative commis- 
sion investigating fire and casualty rates 
in Virginia. Dr. Klamon, professor of 
economics at that institution, resigned 
the post of statistician recently. The 
commission has held several meetings 
but is not yet ready to draft its report. 





The Southern Insurance Share Corp. 
of Delaware has been chartered in that 
state with a capital of $750,000. 
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Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 
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THE TRAVELERS INSURANCE COMPANY 


» HEALTH, 


Don’t Let the Fire Engines 
Get There First! 


Unless your. fire policy- 
holders are quite exception- 
al, many of them are carry- 
ing considerably less _ fire 
insurance on _their_ house- 
hold goods than they really 
need. 


Many of them probably ~~~ 


renewed their policies for 
the same amounts year after 
year, forgetting that they 
have increased their fur- 
nishings from year to year. 


Others, when estimating 
the amount of insurance 
necessary, may have over- 
looked such items as books, 
linen, kitchen equipment, 
sporting goods, clothes, 


which are not quite so obvi-. 


ous as the grand piano, or 


the dining. room- furniture, - 


but which cost a lot of 
money to replaces: ~~ 


All of those who own 


Cees ~ 


their homes may not have 
Rental Value Insurance to 
reimburse them for the rent __ 
they .would have to pay . 
for temporary quarters if 
their homes were damaged 
or destroyed by fire. 

It has been said many 
times that a satisfied client 
is your best advertisement. 
It is obviously impossible 
to make an adjustment on 
a fire loss that will leave a 
good taste in the claimant's 
mouth if the total insur- 
ance carried is only one- 
fifth or one-third of the 


amount of the loss. 


~Would--you -feel appre- 


hensive about. any of your 


clients, if tomorrow’s. paper 
announced that his home 
had been swept-‘by. fire? 
If’so, don’t let “the fire 
engines get. there first. 


nd 
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THE TRAVELERS INDEMNITY COMPANY THE TRAVELERS FIRE INSURANCE COMPANY 


r L..F, BUTLER, “PRESIDENT 
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Lancashire & General 
Creditors’ Meeting 


COMPANY TO BE_ DISSOLVED 





Value of New English Law _Compelling 
All Companies to Make Fixed De- 
posits Is Demonstrated 





10—The value of the 
recent laws by which all British insur- 
ance companies are now compelled to 
make certain fixed deposits before com- 
mencing underwriting were made evi- 
dent yesterday when the statutory first 
meeting of the creditors*and sharehold- 
ers of the Lancashire & General, a com- 
pulsory winding-up order having been 
made on June 14 upon the petition, of 
creditors. 

H. E. Burgess, senior official receiver, 
reported that the company was -regis- 
tered on December 2, 1907, with a nom- 
inal capital of £10,000, subsequently in- 
creased to £100,000; the issued capital 
was returned at £73,092, but only £43,146 
was paid up in respect thereof. For 
several years the company did a small 
amount of fire, sickness, and accident, 
and plate glass insurance business, but 
in March, 1915, H. H. Stockfeld obtained 
control of the company, and the class of 
business subsequently undertaken was 
extended to live stock, biirglary, motor- 
car, and third party insurance. At the 
date of the winding-up order, the direc- 
tors were Mr. Stockfeld and Colonel F. 
M. Banister, C.M.G. Mr.:Stockfeld was 
appointed managing director in June, 
1915, 
£600 per annum, with an additional £400 
per annum for special services. The 
secretary of the company was Miss Bak- 
er, and she was the only officer of the 
company available who was conversant 
with the company’s affairs, as, shortly 
after the winding-up, Mr. Stockfeld left 
the country and was now stated to be 
in Canada. The official receiver was in 
ccmmunication with him. 

The accounts for the year 1925 were 
not completed until April, 1927, and the 
company was fined three times at Bow 
Street.in respect thereof. They showed 
that £57,871 was received in premiums 
during the year; the claims amounted 
to £51,801; and the commission expenses 
and management to £33,976. It would 
be observed that the claims were ap- 
proximately 90% of the -premium in- 
come, and the only conclusion to be 
drawn was that the company must have 
undertaken a very considerable amount 
of risky business. In March, 1923, a 
claim was made against the company 
under a burglary 


London, Aug. 


£1,656. The company repudiated the 
claim, which was taken through the 
Courts to the House of Lords, where 


judgment was given in the company’s 
favor, but some of the Law Lords se- 
verely criticized the action of the com- 
panv in contesting the claim. These 
criticisms were freely reported in the 
Press, with the result that the company 
was inundated with claims, many of 
which were fictitious. 

Early in the present year execution 
was levied by judgment creditors, and 
sums amounting to about £2,000 were 
paid to the Sheriff in respect of those 
claims. In addition the company was 
being sued by a large number of credi- 
tors in the High Court and various 
County Courts, and about £14,000 was 
paid to those creditors. On April 2, 1927, 
a distress was levied on the company’s 
premises, 40, Pall Mall, for the March 
quarter’s rent of £312, and the Sheriffs 
were in possession at the date of the 
winding-up order. On May 7, 1927, an 
agreement was entered into whereby the 
United Property Insurance Company. 
Ltd.. agreed to take over the assets and 
liabilities of the company, but, owing to 
the winding-up, this agreement was not 
carried into effect. 





CONSIDER GENERAL AGENCIES 
A special meeting of the Western 
Canada Fire Underwriters’ Association 


has been called to be held at Montreal 
on September 28. The chief topic for 
consideration will be the general agency 
problem. 


and recently received a salary of - 


insurance policy for 
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A FREE INSURANCE ROUND-UP that service companies and automobile CHANGES ITS NAME 
clubs cannot legally handle insurance in The American International Under. 


N. J. Department Declares War on 
Automobile Clubs Illegally Offering 
Coverage to Members 

For the past few months the New Jer- 
sey insurance department has been re- 
ceiving complaints from agents about 
automobile clubs and service companies 
which have been offering free insurance 
among other things alleged to be includ- 
ed in full membership in these organiza- 
tions. Such complaints prompted the 
department to make an investigation of 
existing conditions and as a result it has 
been found that several of these concerns 
have drawn considerable business from 
various insurance offices. As they are 
not licensed by the department they 
have had no right to handle the busi- 
ness. 

Christopher A. Gough, deputy commis- 
sioner of the department, takes the stand 


any manner, including the so-called giv- 
ing away of free insurance, unless the 
concern itself and its salesmen are prop- 
erly licensed. Where it has been found 
that licenses have been obtained for the 
purpose they have been cancelled and 
the insurance companies issuing the 
policies have been warned they must en- 
tirely discontinue this method of busi- 
ness. 


In one case it became necessary for 
the department to bring action against 
a service company, which resulted in a 
verdict being obtained for the $500 pen- 
alty prescribed in the statute. In all 
other instances thus far encountered, the 
parties have acquiesced in the position 
taken by the department and it is con- 
fidently expected that the entire situation 
will be cleared up in a short time to thé 
complete satisfaction of he department. 


writers Co., Inc, New York City, has 
filed a certificate in the office of the sec- 
retary of state, Albany, through | Ouis 
Gans, attorney, ‘19 Cedar street, changing 
its corporate name to American Interna- 
tional Underwriters’ Corporation. 


PATROL MASCOT IN: THE NEWS 


Blizzard, dog mascot of the Philadel. 
phia fire insurance patrol, was given a 
“write-up” in the Philadelphia “Ledger” 
last week. The story was accompanied 
by a photo of “Blizzard” trying to drive 
the patrol truck, 








Hendon Chubb, head of the _ well- 
known marine insurance agency in New 
York bearing his name, together with 
Mrs. Chubb, are now enjoying a two 
month’s vacation in England and Scot- 
land. 





America’ s Annual Fire Waite of $570,000,000 is a National Disgrace’ 


Organize, Agitate, Educate, Preach and Practice Fire Prevention 





Fire Automobile Marine 
SAN FRANCISCO CHICAGO 
401 California Street 33 South Clark Street 
NEW YORK BOSTON ATLANTA 
72 Beaver Street 40 Post Office Square Hurt Building 








For generations the “Fireman and Child” 
on an insurance policy has been recog~ 
nized as a symbol of security and a guar- 
antee of good faith. 


A company so widely and favorably known 
is a good company to represent. 


“Goop WILL #s the disposition of 
a pleased customer to return to the 
place where be bas been well treated.” 

— U.S. Supreme Court 


FIREMAN’S FUND 
INSURANCE COMPANY 


Ask Any Fireman’s Fund Agent Anywhere 
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_ MARINE & AUTOMOBILE DEPARTMENT | 








ns of Jones 
Ang Haight. Abroad 


ATTEND AMSTERDAM MEETING 





British Newspaper Quotes Their Views 
on Passdmger Insurance; Their 
Personalities Pleasing 





Charles “Se"Haights’’'and T. Catesby 
Jones, two of the leading admiralty law- 
yers in the United States, evidently 
made a favorable impression at the re- 
cent meeting at Amsterdam, Holland, of 
the Comite Maritime International. Both 
of them had considerable to say with 
respect to the compulsory insurance of 
passengers on ocean vessels. The marine 
insurance correspondent of the Liver- 
pool Journal of Commerce, who attended 
the convention, gives the following im- 
pressions of these two American repre- 
sentatives and relates his conversations 
with them: 

There also remains much to be said 
about the debate on the compulsory in- 
surance of passengers which must wait 
the full report of the Conference before 
it can usefully be published. It may be 
said, however, that not until C. H. 
Haight, of the United States Chamber of 
Commerce Bills of Lading Cagmmittee, 
spoke, had anyone seemed to have given 
any consideration to the question of 
cross-liabilities ‘in cases of collision in- 
volving damage to persons or loss of life. 
Mr. Haight pointed out that in the case 
of two vessels colliding, the substitution 
of an insurance scheme for legal liabil- 
ity would operate so far as the matter 
lay between each shipowner and his pas- 
sengers, but that in the event of cross- 
liabilities being incurred, ship A. would 
have to bear part of the amount paid to 
passengers on ship B., and vice-versa, 
since these amounts would be part of 
the damage incurred by the two vessels. 

Third Party Liability 

This is a nice point, and one that will 
have to be taken into account in the 
drafting of the final convention. Inciden- 
tally, it dawned on the present writer as 
he listened to the debates, that perhaps 
enough atention has not been paid to the 
Insurance aspect of this question. It has 
always been assumed that if shipowners 





have to issue insurance policies with their 
Passenger tickets , that the necessary 
cover will be obtained from Mutual As- 
Sociations, and presumably this will be 
the case, although the casualty compa- 
nies tiay also undertake the business. 
This question of third party liability 
does, however, bring in complications, 
the full extent of which have probably 
not yet been realized. The Mutual As- 
Sociations have the necessary experience 


to deal with the question through the 
collision liability in which they specialize, 
ut the question will require study from 
a different angle to that from which or- 
dinary collision liability is viewed. In a 
collision case the liability under an in- 
Surance scheme for passengers injured 
or killed would be quite different from 
that under the present legal liability, and 
it is probable that considerable modifica- 
tions in practice would have to be made. 
— rong Impression 

th t bs be remembered that when first 
1006 Vorkmen’s Compensation Act of 
2 Was introduced, quite wrong esti- 
a were made as to the risk in cer- 
a classes of industry, and the insur- 
ae market lost heavily in those classes 
peri they were able to place their pre- 

oem on an actuarial basis. 
Pr ag: in conversation with T. 
Mari by Jones, of the United States 
ritime Law Association, the present 
si Fone that in much that had 
ork Said an entirely wrong impression 
he Pa of affairs consequent upon 
pot anic disaster had been given. It 
tue that in the strict interpretation 


se “re “ 


of he law, a fund of less than 100,000 
dollars was awailable to satisfy claimants 
for compensation in the .United States, 
but at no time was any attempt made to 
shelter behind the -strict letter of the 
law, and the fact that cases were started 
in the American courts did not indicate 
that this would be done. 

The commencement of these cases was 
brought about’by.the necessity of obtain- 
ing some formal ‘statement of claim. Mr. 
Catesby Jones was not at ’all sure, how- 
ever, that had there been any attempt to 
limit the liability of the vessel to the 
fund available from the salvage and the 
passenger money on the voyage, that the 
United States courts would have allowed 
the limitation. 

Of course there is much more that can 
be said about this scheme of compulsory 
insurance, which, incidentally, was the 
cause of one of the most dramatic inci- 
dents of the Conference, but this must 
be reserved until a report of the pro- 
ceedings has been published, so that the 
application of the comments may be bet- 
ter appreciated. 

Perhaps it may be,of interest to deal 
with some of the important personalities 
of the Conference, many of whom were, 
until now, but names to the present 
writer, although they were names with 
which to conjure in some cases. 

Mr. Haight, an admiralty lawyer of the 
United States, is*well known to British 
insurance men through the sturdy fight 
he put up for the adoption of the York- 
Antwerp Rules 1924, throughout the cam- 
paign conducted by the United States 
Chamber of Commerce from 1925 on- 
wards. With his pointed beard and keen 
eyes, Mr. Haight gives the impression of 
boundless energy, which undoubtedly he 
possesses, and the present writer found 
him eager to discuss certain technical 
points of which more will be said anon, 
after a strenuous day in Conference and 
a formal dinner, at which Mr. Haight 
had spoken with distinction. 

Mr. Catesby Jones, of the United 
States Maritime Law Association, gives 
the impression of quiet forcefulness. 
When Mr. Jones had to dissent from 
any view put forward in Conference he 
did so with an emphasis which was none 
the less emphatic for being delivered 
tranquilly and courteously. He did not 
hesitate to express his views in unequi- 
vocal words when the occasion required 
it, but his was the forcefulness of a dip- 
lomat. 





TO CO-OPERATE WITH SUN 

Stockholders of the Fourth Marine In- 
surance Co. of Copenhagen have adopted 
an arrangement under which it will co- 
operate with the Sun Insurance Office 
of London, and have elected William W. 
Otter-Barry, general manager of the 
Sun office, as a member of the board of 
directors of their company. 





Novel Scheme For 
Marine Underwriting 


ONE LARGE PREMIUM FUND 





City Editor of Newspaper Says Idea 
of General Contributory Fund 
Would Limit Many Losses 





The recent unsatisfactory results of so 
many marine insurance companies has 
been well ventilated in the British press. 
The city editor of the “Journal.of Com- 
merce” (Liverpool) under the caption of 
“A Lay View on Marine Insurance,” 
hazards a somewhat novel suggestion as 
to how matters may be improved which 
is of decided interest. He writes: 

“If I may hazard the expression of 
a lay view, I will venture the opinion 
that the difficulties which beset marine 
insurance might be solved on -the . basis 
of establishing .a contributory fund to 
which all assurance societies which per- 
manently accept .or underwrite marine 
insurance as a specific part of their bus- 
iness will severally contribute. These 
contributions—made pro rata of liabili- 
ties assumed over a series of years in 
marine insurance underwriting—would 
constitute a form of interest-bearing 
sinking fund, and compensation for loss- 
es sustained would be duly apportioned 
from it by a committee (probably at 
Lloyd’s) after adjudication as to the 
onus of liability. Accordingly, the -con- 
tribution made by each insurance so- 
ciety entering the pool would be recog- 
nized as an annual part of expenditure 
on the liability side of a company’s ac- 
count. 


Probable Effect 


“The plan would have, supposing this 


view to be even approximately sound, 
the effect of giving expert and official 
status as marine insurers to the .com- 
panies entering the pool, thus excluding 
such companies as enter into marine 
insurance commitments in a somewhat 
casual way and without arnlying to their 
dealings the same technical thought and 
care which they give to the staple forms 
of insurance which they accept, and 
which constitute the main sources of 
their revenue—fire, accident, life, and 
so on. There is, I admit, an obvious im- 
plication in this suggestion, to wit, that 
marine insurance, under actual condi- 
tions, is not necessarily a paying form 
of underwriting. This is how it looks 
to me, and given the small number of 
societies which have, judging by many 
recent reports, made it a successful bus- 
iness, I am inclined to think that this 
conclusion is justified, and that only es- 
pecially good fortune—and arbitrary, at 
that—can enable a company to show 
good results over a series of years. 
“The plan suggested would have the 
valuable result of limiting losses individ- 
ually and of securing the ‘business of 
marine insurance underwriting to the 
hands of real experts, and so of ex- 
cluding in general -practice “societies 
which seemingly take up this form of.in- 
surance almost as a pot-shot which ‘may 
or may not show profit on the year’s 
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AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $5,335,216.16 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $8,132,324.02 


‘Indemnity Mutual Marine Assurance Co., Ltd., London 
. Admitted Assets, $1,293,473.36 











WRITE FOR OUR AGENCY PROPOSITION ~ 


accounting. 
to place possible loss at as low a mini- 
mui as is now possible, distributing lia- 
bilities between the pooling companies 
on a “today for thee, tomorrow for me” 
basis. This condition as regards marine 
insurance is not here regarded-as a per- 
manent one; with new types of ships, 
with general reorganization of the in- 
dustry in.respect of cargo packing, su- 
pervision on board, prevention of pilfer- 
ing, and so forth, marine insurance will 
in due time become as safe a risk as 
fire or life assurance. Meanwhile the 
pooling companies will have established 
a valuable working entente.” 





LIMITING SWEAT DAMAGE 


London Underwriters’ New Agreement, 
Effective Dec. 31, Applies to Risks 
of Hides and Skins 

The Institute of London Underwriters 
has advised members that an agreement 
has been made by which underwriters 
agree not specifically to cover the risk 
of damage by.sweat, fresh water, and 
heating in insurances on hides and skins 
of all descriptions. The agreement comes 
into force as from December 31 next, so 
far as permanent covers are affected, and 
the necessary notice will be given to 
make this effective. So far as 12 months’ 
covers are concerned, the agreement will 
take effect on renewal. 

Recently considerable attention has 
been paid to the question of “Sweat 
Damage,” and Dr. .Schierenback, of 
Bremen, wrote a well informed treatise 
on the subject in a recent issue of “The 
Marine Underwriter,” the official organ 
of the International Marine Insurance 
Union. ‘It appears that damage of this 
rature is caused by the condensation of 
moisture in ships’ holds, and-is prevent- 
ible by proper ventilation and stowage. 
In no circumstances can damage of this 
nature be brought within the category 
of marine perils, unless some definite 
casualty or fortuitous circumstance 
arises as an intermediate cause. It is to 
be noted that the agreement is for 'the 
exclusion of ‘specific cover against 
sweat damage, and not against damage 
of this nature arising from a marine 
casualty. 

This agreement is wholly in conformity 
with the trend of recent underwriting 
practice. Damage by sweat, fresh water, 
and heating is caused, in the absence of 
any maritime casualty, by bad stowage, 
packing in a damp condition, ‘the bad 
ventilation of holds, negligence, or by 
the condensation of water in holds owing 
the presence of cargo containing exces- 
sive moisture. None of these causes 
amount to a-marine casualty, but in the 
event:of damage by sweat, heating, or 
fresh water caused by catastrophic 
storm, a ‘continuance of bad weather 
preventing holds from being ventilated, 
or from any‘accepted marine risk, it ‘is 
to be presumed that the claim would 
fall on‘the marine underwriters. 





FIREMAN’S FUND CHANGES 





J. C. Braislin Advanced to Assistant 
Manager of Atlantic Marine Dept.; 
S. L. Van de Vort Promoted 


John C. Braislin, for four years head 
of the Western branch, at Chicago, of 
the Atlantic Marine Department of the 
Fireman’s Fund, has been made assist- 
ant manager of the department 
transferred to New York, where he is 
working directly under Manager Charles 
R. Page. He will devote himself prin- 
cipally to inland .marine business. © Mr. 
Braislin, who joined the Fireman’s Fund 
in 1922, is a graduate:of the Massachu- 
sets Institute-of Technology and of the 
Harvard School of Business Administra- 
tion and has had experience in the field 
of ship building «and ship surveying. 

With the transfer of Mr. Braislin to 
New York, S. L. -Van-de Vort has been 
promoted to become_general agent of the 
Atlantic Marine Department.in charge of 
the Western branch.~He was for four 
years -special -agent of -this “department 
and is well qualified to-handle the intri- 
cate problems of marine insurance that 
come to his attention. 
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CASUALTY ANd SURETY NEWS 




















“Speed Up Auto Sales,” 
Urges L. E. Thieman 


HIS PLEA AT READING MEETING 








Says Motor Car Industry Is Epateaing 
Far More Rapidly Than Com 


panies and Agents 





The talk of Leo E. Thieman, Casualty 
information Clearing House, before the 
Pennsylvania Association of Insurance 
Agents at Reading this. week, was 
marked by his earnest appeal to casualty 
men to pep up their seiling efforts in 
the automobile line so as to keep up 
with the terrific rate of automobile pro- 
duction in this country. He made the 
statement that the industry was pro- 
ducing vastly more rapidly than com- 
panies and their agents were insuring. 

Mr. Thieman said: “Nothing under the 
sun can supplant the thorough sales and 
service contact of the local agent in the 
sale of automobile insurance unless he, 
himself, is willing to be supplanted. 

“Some. persons contend that advertis- 
ing is the panacea for curing the evil 
of the uninsured motorist. Advertising 
is undoubtedly helpful. It undoubtedly 
re-enforces the agent’s efforts in break- 
ing down sales resistance, but it cannot 
do such a big task alone. 

April Auto Drive to Continue 


“The April automobile insurance drive 
held this year among other things served 
to bear out the conclusion that without 
the agent’s contact advertising is not 
completely fruitful. In instances where 
agents not only co-operated in the ad- 
vertising, but intensified their personal 
efforts the results were virtually maxi- 
mum. But in cases where agents did 
nothing more than they ordinarily would 
do the campaign to them was a flop. 

“While the results of the April drive 
for automobile insurance were satisfac- 
tory, it is true that the most effective 
results will be obtained by repetition of 
the program from year to year. With 
that in mind, the Casualty ‘Information 
Clearing House is working on plans for 
such campaign next year with some 
modifications and covering a larger ter- 
ritory. Next year’s campaign, if carried 
out, will embrace at least eight or nine 
states.” 

Points Out Underinsurance 

At one point in his talk, Mr. Thieman 
emphasized that the national percentage 
of automobiles covered by liability in- 
surance amounts to not more than 30%. 
He sees this as a vast underinsurance 
on the part of the public. 

In explanation of this condition, he 
said: “Very obviously the great pre- 
ponderance of persons who should be 
so insured are not. We all hate the 
outgrowth of lack of insurance protec- 
tion. We dislike to see somebody bur- 
denied by a heavy judgment as an out- 
come. of an automobile mishap. We don’t 
want the blameless injured person, per- 
haps a little child maimed for life, un- 
compensated. 

“We realize that against these contin- 
gencies insurance in sound stock com- 
panies is absolute safeguard. Perhaps 
with full cognizance that some day the 
ill effects of the uninsured automobile 
owners. would become aggravated to the 
point existent tod2y—to the point where- 
in the state government enters and for- 
ces ‘persons to buy such protection—we 





Brokers and Taxi Men 
Argue Before Monk 

ON COMPULSORY AUTO RATES 

Massachusetts Commissioner Inclined 


To Favor Flat Rate for Taxicabs; 
Revisions Expected Sept. 1 





At.a hearing on Tuesday of this week 
that lasted a good part of the day, Com- 
missioner W. E. Monk of Massachu- 
setts gave the public a chance to state 
their reasons for changes in compulsory 
automobile insurance rates and classifi- 
cations which he has under consideration 
for promulgation on September 1. A 
large part of the audience which, in the 
afternocn more than filled a medium 
sized room in the State House, was 
composed of taxicab dealers and opera- 
tors of taxicabs and trucks or their rep- 
resentatives. 

The hearing continued throughout the 
afternocn but with a gradually diminish- 
ing audience from which the insurance 
agents and company representatives 
were conspicuously absent. The brokers 
had Harry A. Stevens, president of the 
Insurance Brokers’ Association of Mas- 
sachusetts a$ their spokesman and he 
argued along lines similar to those pre- 
sented by him to the commissioner at a 
hearing on the preceding Thursday. 

The dominant note sounded by Mr. 
Stevens centered on the expense factor 
which the brokers ask should be made 
adequate to take care of a commission 
that affords them a living wage. It is 
understood that the Massachusetts Auto- 
mobile Rating and Accident Prevention 
Bureau in its report now before the 
commissioner on the proposed revisions, 
made no change in the expense factor 
from that approved a year ago. 

The taxi and truck representatives ar- 
gued for a state uniform rate with no 
territorial divisions; the. former also 
asked that flat and mileage rates be 
approved for them while the truck own- 
ers likewise repeated their petitions of 
last year for fleet rates and experience 
rating. 

Commissioner Monk stated that he is 
cognizant of the situation and is taking 
steps to correct the evil. In fact, he 
asserted that the taxicab. owners are 
rapidly on the way to a flat rate as a 
solution of this evil. Practically all of 
the taxicab men favored a flat rate in 
place of the mileage rate now in effect. 

The hearing will not be continued and 
it is expected that the rate revisions will 
be announced at least by the first of 
next week. 











have sat back in ease, content with 
picking up an automobile risk o¢casion- 
ally and have not cultivated -commensur- 
ably a vastly profitable. field. In some 
sections we have allowed co-operative 
competitors to steal our potential thun- 
der with something not’so good and by 
intense activity reap the harvest. 
“Where is there in this country an 
agent of real American blood who is 
willing to remain idle while the state 
superimposes itself as an acquisition 
body in his business? ~Who is there 
among the agency force so supine as 
to believe that inherently -private _busi- 
ness can survive by receiving an injec- 
tion of sales’ stimulus from the state? 
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Stanley Unimpressed 
By Mutual Competition 


THEME OF WISCONSIN TALK 





New Vice-President of-Glens Falls In- 
demnity Urges Agents to Regard 
Insurance As - Profession 





A fine impression was made by F. P. 
Stanley, the newly elected vice-president 
and general manager of the Glens Falls 
Indemnity, in his talk on “Insurance 
Salesmanship” before the annual meet- 
ing of the Wisconsin State Agents’ As- 
sociation in Milwaukee last weck. 

Mr. Stanley’s main. point was that the 
more study an agent gives to the busi- 
ness the better equipped he will be to 
meet all kinds of competition. He does 
not believe that a producer will have to 
worry much about mutuals and recipro- 
cals making inroads on his business if 
that man knows the fundamental prin- 
ciples of salesmanship. In brief, he 
urged those present to (1) know their 
business; (2) know their prospects; (3) 
know themselves. 

Speaking about insurance as a profes- 
sion, Mr. Stanley said: “I know of no 
more honcrable profession than that of 
insurance. To obtain any of our vari- 
ous college degrees, it is necessary that 
one spend a large amount of money and 
many hours of study but there is no 
degree in any college which through its 
practice does any greater good to the 
community than that of insurance and I 
say this with all due respect to the 
clergy, medical profession and other 
professional men. 

Scores Reciprocal Insurance 


“And so I ask you, with the amount of 
time you have spent in learning all you 
can about your business, do you hon- 
estly feel that you are qualified to be 
called a member of this honorable pro- 
fession? I do not believe that you, and 
I know that I would not care to live in 
this. country were..we to be deprived-of 
our clergy and our doctors. Have you 
ever considered the chaos that would 


result if we were to be deprived of our! 


insurance protection ?” 

Further along in his talk Mr. Stanlev 
gave out a number of “ten strikes” 
against mutuals and reciprocals. He said: 
“Tt is too bad in these davs of big busi- 
ness that it is necessary for us to even 
think of reciprocal insurance, because, in 
my mind, it is “not. insurance, but there 
are always a sufficient number of people 
who are interested in buying anything 





which they believe to be cheap. I admit 
quite candidly that reciprocal insurance 
in the beginning is cheap but in the 
end most costly.” 

He then made the frank confession 
that personally he had never considered 
a reciprocal organization as a competitor, 
Comparing the total volume of business 
written by all the reciprocals combined 
with that written by the stock compa- 
nies, he showed it to be almost a minus 
quantity. In fact, Mr. Stanley said he 
doubted seriously if any man who had 
ever purchased reciprocal insurance 
knew exactly what he was doing. 

Know More About Your Business 

His advice to the Wisconsin agents 
was that the one thing to keep upper- 
most in their minds was to know more 
about their business. “If you have de- 
voted yourself to your business in learn- 
ing it,” he added, “Competition need not 
bother you regardless of your type and 
your competitor may never be men- 
tioned in your sales argument. In other 
words, sell yourself and your proposition. 
Sell it so strongly that any other propo- 
sition, such as one put forth by a re 
ciprocal exchange, cannot possibly im- 
press your prospect.” 





-LUNT TO OPEN SURETY COURSE 





Has Agreed to Talk on “History of 
Suretyship” Before Insurance 
Society Students 
Surety students who plan to take the 
Insurance Society’s course this coming 
fall in suretyship have a treat in store 
for them at the opening lecture which 

comes about the middle of October. 

This is because Edward C. Lunt, vice- 
president of the Great American Indem- 
nity and president of the society, will be 
the lecturer on the subject of the “Def- 
nition and Early History of Suretyship.” 
Mr. Lunt is one of the outstanding 
surety executives in the country and is 
the author of two widely read books on 
suretyship. 





HAS GOOD HALF-YEAR 
The first six months of 1927 netted 
the Hartford Accident a total premium 
income of $14,993,902. During that time 
the assets of the company increase 
more than $2,800,000 and the surplus 
nearly $800,000. 


ANOTHER SURETY COMPANY 

The General Surety is the latest com- 
pany to incorporate under the insurance 
law of New York State. It wil! be 4 
stock company and will transact a fidel- 
ity and surety business. 
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Ohio Fund Report Is 
Considered Too Rosy 





ITS RATE CUTS ANALYZED 
Says That Employers Will Save 
$1,250,000 Annually; Has Claim 


Reserve of $44,930,065 





The Ohio State Insurance Fund has 
sent out a report to its members which 
some casualty executives think is alto- 
gether too rosy. This report gives a 
line-up of the fund’s new rates on work- 
men’s compensation, employers’ accident 
and the occupational disease fund, as 
well as an actuarial review of its busi- 
ness for the past year. 

The rate reductions, effective July 1, 
are of more than passing interest inas- 
much as it is stated that they will mean 
a saving of approximately $1,250,000 to 
employers in premiums. They are based 
on the experience of the various classi- 
fications for the five year period of 1922 
to 1926 inclusive. 

In commenting on these reductions, 
one executive said: “It is quite obvious 
that the report is made for public con- 
sumption and any figures which might 
disclose the fund’s current experience 
are carefully concealed. It would be in- 
teresting to know what their loss ratio 
on an earned premium basis was during 
the last fiscal year. Also what the ex- 
perience of the fund was which justified 
the rate adjustments for individual clas- 
sifications which the report states will 
save members of the organization more 
than a million dollars per annum.” 

How Rate Cuts Were Figured 
_ “Due to more favorable loss experience 
in 250 classifications,” says the report, 
“it was possible to reduce the basic rate 


of such classifications. In 336 ifica- 
tions there was no change ing#he basic 
rate from that of last year. clas- 


sifications the experience was such that 
it was necessary to imegease the rates 
over that of last year. A summary of 
this year’s revisions shows 35% of the 
classifications receiving a reduction, 17% 
an increase and 48% no change from 
that of 1926.” 

The Insurance Fund feels that the ex- 
perience of the oceupational disease fund 
has developed to a point where it is pos- 
sible to reduce the rate from 1%c to Ic 
per hundred dollars of payroll. This 
fund has also reached the point where 
the percentage of premium to be set 
aside to the catastrophe fund is to be 
reduced, which will also effect a reduc- 
ion in the percentage set aside to such 
fund from 10% to 5%. 

Merit Rating of Employers 

In order to provide an incentive for 
employers to prevent accidents and 
thereby keep down their premium costs, 
the Ohio State Insurance Fund has a 
plan of merit rating individual employ- 
ers on the experience of his individual 
Operation over the most recent five cal- 
endar years. The classification rates are 
the basic rates of the industry and a 
favorable experience of an individual em- 
ployer will reduce his individual rate 
below that of the classification, while an 
ae experience results in an increase 
: the employer’s individual rate above 
that of the classification. It is possible 
oe this plaw for two employers in a 
Classification—one of which with an ad- 
sha experience receives a rate three 
Imes that of the other employer with 
a favorable experince. 

<" Claim Reserve of $44,930,065 
Sieg — interesting item in the 
“*e S Nnancial statement for 1926 is a 
— reserve of $44,930,065. Pains are 
ieee Rnd meet necessity for this 
—. tve which is analyzed as fol- 
Be 

aims 
4,539 Fatal claims ae compensa- sein 

tion is paid to dependents 
of deceased employes over 
a period of six to eight 


JOOS vcsewaw awe taser ys 

496 Permanent total claims where gees 
compensation will be paid 
to claimant for the re- 
‘mainder of his life. . 


3,727,833 


841 Claims where the injury has 
already resulted in total 
disability of more than two 
years and eventually will 
be declared a life case or 
become a fatal case...... 

Impairment claims where 
claimants are partially dis- 
abled and receive compen- 
pensation based on their 
reduced earning capacity.. 

Indeterminate claims where 
injury has not developed 
to a point where it can be 
determined what the ulti- 
timate result will be...... 10,539,663 

Minor temporary total, dis- 
memberment claims such as 
loss of arms, fingers, etc., 
and concealed claims..... 

149 Court claims where the com- 

mission has denied com- 
pensation and appeal has 
been made to the courts.. 484,250 


The Fund savs that all of the above 
claims are paid on a_ bi-weekly basis 
over the period of time they have to run. 

Claim Frequency Analyzed 

The report also indicates that the re- 
ceipts for 1926 including premiums and 
interest on reserve funds total $15,002,- 
978 while total disbursements for the 
vear were $12,865,505. A study of the 
claims filed as compared with the payroll 
exposure for the past year shows an in- 
crease in both payroll covered and claims 


9,202,508 
2,406 


6,879,550 
2,703 


25,000 


7,453,621 


‘Financing Plan Offered 
By Southern Surety 


AIMS TO INCREASE SURPLUS 





Stockholders to Vote on New Stock 
Issue;- How Caldwell & Co. Would 
Figure in Deal 





The financing plan which the South- 
ern Surety submitted to its stockholders 
last week whereby the company would 
be given a combined capital nad surplus 
of nearly $3,000,000 has attracted the at- 
tention of a large number of surety ex- 
ecutives. For one thing, a syndicate of 
investment bankers, headed by Caldwell 





filed for 1926 over that of the previous 
year. However, the increase of claims 
filed is lower than the increase of pay- 
roll exposure which indicates a slight re- 
duction of the frequency of claims per 
unit of payroll exposure for 1926 as com- 
pared with 1925. 


Payroll covered for 1926......... $1,450,282,226 
Sanreess vee. 1925 6.06: Ni cic dewces 8 

Claims filed for 1926............. 
peerense aeer 1925 ccé kc hase coe 4.2% 
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: For 70 years Holmes 


has protected banks, 
industrial companies 


' crook. When you sug- 


gest Holmes you pro- 
| tect both your clients 


and yourself. 
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ELECTRIC PROTECTIVE; 


| COMPANY 


New York > 
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Pittsburgh 





& Co. of Nashville, has agreed either to 
underwrite an entire issue of the new 
stock, consisting of 30,000 shares at $30 
a share, or to take any part of the issues 
not taken by the old stockholders. 

The recommendation of the Southern 
Surety’s executive committee is (1) to 
reduce the present capital of $1,500,000 
to $1,200,000; (2) to increase the surplus 
from $500,000 to approximately $1,500,000. 

The plan as outlined to the stockhold- 
ers and which they will pass on August 
27 is as follows: Reduction of the value 
of the 15,000 shares of capital stock out- 
standing, from $100 a share to $10 a 
share; issuance of 90,000 shares at the 
new par value of $10 a share, giving each 
stockholder six shares of new stock for 
each share of the old. In this manner 
the capital stock would be reduced from 
$1,500,000 to $900,000 and $600,000 would 
be transferred to surplus. This would 
give the company a surplus of approx- 
imately $1,100,000. 

The next step would be to increase the 
capital stock from 90,000 to 120,000 shares 
at $10 par value, the additional 30,000 
shares to be offered to the stockholders 
pro rata to their stock holdings in the 
company at $30 a share. 
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_ Practically every form of Insurance except Life 











\ JHEN advertising was in its infancy the extravagant claims of 
| advertisers were excused under the misnomer of “good adver- 
tising.” Reality was something else again. 


Times have changed. Truth in advertising is now demanded by the 
readers of a periodical as well as by any advertiser worthy of the name. 


The policy of liberal treatment to its policyholders plus the policy of 
fair dealing with its representatives is what makes “The Service That 
Satisfies” a reality and not a mere advertisement. 


The insuring public also demands sound advice on insurance prob- 
lems. The Employers’ Group agent is sought because he can give such 
advice—because “Wise Men Seek Wise Counsel.” 


Ask any Agent of The Employers’ Group. 


{Agency connections still open in several territories. Write Agents 
Department and your letter will be referred to the proper party.| 
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Compulsory Insurance—lVhat Is It? 

Quite recently Justice Dowling of the 
New York Supreme Court outlined a 
plan of universal compensation for in- 
juries received in automobile traffic ac- 
cidents to be effected through the ma- 
chinery of compulsory insurance cover- 
age—that is to say, all owners of auto- 
mobiles would be required to carry (in 
one way or another) the equivalent of 


“compensation” and not “liability” cov- 
erage. ; 
No such measure as this, nor any 


measure making any real approach to 
it (in spite of the talk of “compulsory 
insurance” in certain States), has as yet 
been adopted anywhere in the country; 
and at the moment it does not seem 
likely that any will be. Nevertheless, 
the idea which lies at the bottom of 
such a suggestion is no doubt also lurk- 
ing somewhere upon the underside of 
much of the legislation which has been 
enacted (and miscalled “compulsory in- 
surance”)—namely, the ideal of finding 
some redress for the now unredressable 
injuries done by irresponsible drivers 
of motor cars. 

The truth is that a great deal of quite 
blonde-headed bunk has recently been 
talked about ' ‘compulsory automobile in- 
surance’—and not a little of it has been 
talked by quite responsible champions of 
insurance interests. The companies, 
after a considerable period of doubt dur- 
ing which not a few of them flirted 
quite piquantly with the notion of “com- 
pulsory insurance” as a ready developer 
of business, have swung violently to the 
other side of the boat. Such statements 
as these have solemnly been put forth: 


Ye Gods and Little Xmas Trees! 


“Insurance will not prevent accidents 
but increase them; because some mo- 
torists when protected by insurance feel 
that th y need not exercise much care.” 
(Note to those whose memories go fur- 
ther back than yesterday’s lunch: This 
was the very argument which Commis- 
sioner Joc Johnson used to advance for 


the abolition of all insurance.) Again: 
The a\crage driver rarely has a seri- 
ous accident.” (Again note: Then why 
Not give up selling any insurance?) And 
again : . t will not benefit all who are 
injured in motor vehicles; two-thirds of 
such injured are guilty of contributory 
neglig vce and are barred.” (N. B— 
This plays into Justice Dowling’ S hands; 
do you really want his -‘ ‘compensation” 
acts’) Once more: “This is class leg- 
islation putting a burden o1 the people 
of mocerate means (who do not now 
Carry insurance) but none at all on the 
YW who already carry it.” (Two or 
ap hatge s here: Do you really mean to 
vs Bee _ insurance is good only for the 
ll _ it has nothing but an un- 
ha a to offer those of mod- 
iris ans’ _ xe Gods and merry 
ee nee , What does the word 
like 0 © mean?) And so on to the 
; wha ge ‘se many times over; including 


about k deal of quite horrendous talk 
\ussia, (Note for those interested 


in geogray hy: The distance between the 
channel oy y off Sandy Hook and the 
oo = of Moscow is four thou- 
ra Ye e * hundred and_ thirty-four 
larly with the travelling not partic- 
“Solaire And a good deal about 
of om (that thing of which most 
“Russig” : nd much ‘and: know so little). 


“Socialism” as bo 

“I geymen 

my. 4 ot ‘such names as Stephen Sly 

mor 0 rag Naps of Greece, and twenty 
moe 4 ich never were and no man ever 

These h 

acl Phrases, 


it is true, were not 
én by an ins : 


urance man; but they 


have been quoted with approval in the 
official publication of a leading insur- 
ance organization. Have we really so 
bad a case? ‘Then, surely the rusty 
bite and tarnish of decay is upon our 
ancient bones. 

Suppose, then, that we lay aside dis- 
cussion of the rights and the wrongs of 
the “compulsory insurance” principle 
and consider only what the laws actual- 
ly are—how. they affect the car owner 
in the various States? What insurance 
coverages ane needed to satisfy their re- 
quirements? What duties towards his 
client are laid by them upon the agent? 
What opportunities for the expansion 
of his business are opened to him? 

We can at least and, briefly, dispose 
of what these laws are not: 

They are not “compensation acts”. 
Not one of them in the smallest degree 
affects the question of the legal respon- 
sibility of the car-owner or his defenses 
to action brought against him, as else- 
where determined by common law or 
other statutes. 

They are not “compulsory insurance 
acts”. Not one of them necessarily com- 
pels the insurance of a single car. 

In only one State has the law been 
made sufficiently broad of application as 
to lend any- color at all, so far as con- 
cerns the individual car-owner, to the 
term “compulsory insurance”, and that 
State is Massachusetts. (A bill similar 
in substance to the Massachusetts law, 
though greatly differing from it in de- 
tail of administration, is now pending in 
the Legislature of Georgia, but what 


may be its probability of enactment is 
a thing to be predicted only by those 
who venture rashly to inquire into the 
secret ways of oracles and legislatures.) 


Striking Similarities 

If this is what they are not—then 
what are they? 

The key to all of them is contained in 
the single phrase: Financial responsibil- 
ity. They:are one and all of them finan- 
cial responsibility acts. The'aim of every 
one is to secure (in greater or less de- 
gree, under circumstances: more or less 
common of occurrence, and among a 
greater or less wide’ classification of car- 
owners) a solvent.and‘ reachable debtor 
after every successful action to recover 
damages for injury done byan automo- 
bile. Under all of them alike, a car- 
owner of a class included within the 
terms of the act, and at such time as is 
determined by the act, is required to 
furnish proof of his ability to meet judg- 
ment which may be rendered against 
him. Under all of the acts, this proof 
may take the form of a liability policy; 
under all of them it may at choice take 
the form of a surety bond; under most 
of them, it may at still other choice 
take the form of cash; under some of 
them it may take the form of pledge of 
real or other property; under a few of 
them, it may take the more vague form 
of “proof satisfactory to the commis- 
sioner of motor vehicles”. 

Why, then, are these acts called “com- 
pulsory insurance” laws? Because, of 
all the alternative forms of proof per- 
mitted, a policy of liability insurance is 
incomparably the best for the ordinary 
car-owner to furnish—the most sure, the 
most convenient, in the long run the 
most moderate in cost. It satisfies the 
act, and gives full protection to the car- 
owner at one time and for one premium. 

It is to the credit of our profession 
that this is so, and that to the common 
man these acts are instantly known as 
“compulsory insurance” acts. It justifies 
our claims to service that this is so. 








A few facts about the 
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Great American Indemnity Corapany 























it HE company’s executives are leaders 
in the insurance world. 


It’s underwriters are second to none. 


It’s fiscal affairs are conducted by a 
committee of the country’s most em- 
inent financiers. 


It is backed by one of America’s 
largest fire fleets. 


A large number of its agents are 
stockholders, and several are members 
of the board of directors.. 


Great American 


Indemnity Company 


New Pork 


AGENTS CALL IT THEIR COMPANY 
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LEGAL NOTICE 








Glens Falls, Y., July 21, 1927. 

We, the undersigned, pate give notice of 
our intention to form a corporation for the 
purpose of ee ar the business provided for 
in sub-division 2, 3, 5, 6, 9 and 11 of Section 
70 of the pect Ra ‘Law of the State of New 
York, under the name of Glens Falls Indemnity 
Company, to be located in the City of Glens 
Falls, New York. 


Egbert W. West, 
Horace N. Dickinson, 
Frank M. Smalley, 
Cutler J. DeLong, 
Byron Lapham, 
Maurice Hoopes, 
Arthur W. Sherman, 
Louis M. Brown, 
Mark L. Sheldon, 
Samuel T. Brown, 
Robert S. Buddy, 
Frank L. Cowles, 
Robert C.. Carter. 





Every agent in every State where such 
laws exist is under the responsibility 
of guarding the interests of his clients 
who come under the terms of the act; 
and is given the opportunity to de- 
velop his business by this very’ service 
—both directly and indirectly by increase 
in activity and reputation. Every agent 
in States not having such laws‘ (and in 
all States, as respects classes* of car- 
owners not affected by the law) may 
profitably use the example. thus set, the 
illustration of the need of insurance thus 
given, and the emphasis thus’ placed on 
the immense and yet growing problem 
of motor accident and liability therefore. 

In what States have these laws been 
enacted? And what is their variety and 
scope? 

As regards the owners of private pleas- 
ure cars, “compulsory” statutes are in 
effect in Massachusetts, Connecticut, 
Rhode Island, New Hampshire and Ver- 
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Our Specialty: 


= 
Non-Cancellable 
Disability Policy 
Both Total and Partial Dis- 
_ ability Indemnity Unlimited 
Renewable to Age 60 
14 Days Elimination 
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mont, and goes into effect in Maine on rado Springs and Boulder, in Colorado; APPOINTS FOOTBALL STAR TO START ABOUT JANU ; Yr 
January 1, 1928. Wilmington, in Delaware; Jacksonville, ; - ee 

The Massachusetts act is the most in Florida; Atlanta and Augusta, in Bankers Indemnity Names R. J. Eichen- Newark Casualty Will Do e G J | 
sweeping. It requires financial security Georgia; Chicago, in Illinois; East Chi- laub As Its General Agent at Business in N. J.; Promotes Are’ ey 
(which to any sane man means insur-  Cago, Anderson, Hammond _and Vin- ‘ y Columbus, oO. . Ww. R. White & Cc, Pat 
ance) as respects personal injuries, but cennes, in Indiana; Wichita, in Kansas; Ray J. Eichenlaub, of Columbus, Ohio, The Newark Casualty, now Déing or 


not as respects property damage, of 
every owner of a car (other than public 
passenger carrying car, which is caught 
under another-statute) before he can re- 
ceive registration plates. If at any time 
the insurance fails, the registration like- 
wise fails—and, in. Massachusetts, driv- 
ing an unregistered car is one of the 
least salubrious cf outdoor sports. 


State Variants 


In the four other States named, se- 
curity (meaning, to sane people, insur- 
ance) is required not of all owners at 
registration but only under certain cir- 
cumstances and after certain happen- 
ings—but in these States it is required 
as respects property damage as well as 
respects personal injuries. It is required 
of all owners who have been involved in 
accidents for which they themselves 
have been considered to be at fault; of 
those who have violated traffic ordi- 
nance; of those who have been held 
guilty of reckless or improper driving; 
of those who. have been sued for injuries 
alleged to’ have been done by them; of 
those, in ‘short, who have given cause 
for doubt: of their reliability as drivers. 
In Connecticut it. is also required of 
every driver under the age of twenty- 
one. 

In New Hampshire, the requirement is 
retroactive—that is, a car-owner, follow- 
ing an accident, may be required to file 
proof of his ability to meet judgment in 
suit arising out of that now past acci- 
dent. In Connecticut, Rhode Island, 
Vermont and Maine the security is for 
future good behavior. In Connecticut, 
Maine and Vermont it is required for 
the ensuing three years of good behavior. 


In Rhode Island, by express statutory 
provision, and in all States by the ex- 
ercise of the most elementary common 
sense—a car-owner is permitted to file 
-a certificate in advance of any accident, 
and is then in full compliance with the 
law. And this is by all odds the course 
which his insurance adviser should urge 
upon him. Any man may become in- 
volved in an accident. When once this 
has happened, he necessarily finds the 
burden of proof upon him when apply- 
ing for insurance to clear himself of the 
suspicion that he belongs to a class af- 
fected by adverse selection. Tell him to 
get his insurance, as any provident man 
will, before the accident—it will be well 
worth his money. 

As respects the operation of public 
vehicles, financial security acts (wrongly 
called “compulsory insurance” acts) are 
in effect in thirty-five States; and mu- 
nicipal ordinances are in effect in forty- 
seven cities. These acts and ordinances 
require security in: some acceptable form 
(meaning to most a policy of liability 
insurance) before any license or fran- 
chise for public vehicle privilege will be 
granted. 

The States which have such acts are 
these: 


Arkansas, Arizona, Colorado, Connecti- 
cut, Idaho, Illinois (State-wide for 
“driverless cars”, but for other public ve- 
hicles limited to Chicago), Iowa, Kan- 
sas, Louisiana, Maine, Massachusetts, 
Michigan, Mississippi, Missouri, Mon- 
tana, Nebraska, New Hampshire, New 
Jersey, New York, North Carolina, North 
Dakota, Oklahoma, Oregon, Rhode Isl- 
and, South Carolina; South Dakota, Ten- 
nessee (applying to certain counties 
only), Texas, Utah, Vermont, Virginia, 
Washington, West. Virginia, Wisconsin, 
Wyoming (by Public Service Commis- 
sion requirement not by _ specific 
statute).. 


The cities having such ordinances are: 


Little Rock, in Arkansas; Mobile, in 
Alabama; San Francisco, Los Angeles 
and Long Beach, in California; Colo- 


Portland, in Maine; Springfield’ and 
Worcester, in Massachusetts; Ann Ar- 
bor, Benton Harbor, Ironwood, Luding- 
ton, Niles and South Haven, in Mich- 
igan; Duluth, Fairbault, International 
Falls, Minneapolis, St. Paul and St 
Cloud, in Minnesota; Omaha, in Nebras- 
ka; Cincinnati, Columbus, Elyria, Mans- 
field, Port Clifton and Toledo, in Ohio; 
Tulsa, in Oklahoma; Philadelphia, in 
Pennsylvania: Electra, El Paso and San 
Antonio, in Texas; Norfolk and Rich- 
mond, in Virginia; and Wausau, in Wis- 
consin. 


These are the laws as they are. Next 
time we shall try taking up some of the 
conditions’ the existence of which these 
laws emphasize; the problems which 
they were made to solve. We mean, the 
immense problem of motorized traffic. 
Why do the states want “financial se- 
curity”? Why is there agitation for 
“compulsory insurance”? What _les- 
sons do these point for the insurance 
agent? 


who was all-American full-back in 1913- 
1914, and a member of the Notre Dame 
football team which defeated the Army 
for the first time, has been made a gen- 
eral agent of the Bankers Indemnity in 
Columbus. 

Since Mr. Eichenlaub’s discharge from 
the army at the close of the world war 
he has been engaged in the insurance 
business in his home town and it is ex- 
pected that he will prove a valuable ad- 
dition to the agency force of the Bank- 
ers Indemnity. 


DISCUSSES LONGSHOREMEN’S ACT 

Jerome G. Locke, deputy ¢ommission- 
er of the United States Compensation 
Commission, talked before the New York 
Board of Trade recently on the work- 
ings of the new longshoremen’s and har- 
bor workers’ compensation act. 








OFFICIAL STAFF ELECTED . 
The official line-up of the Glens Falls 
Indemnity, the new casualty running 
mate of the Glens Falls, as passed on 


ganized in Newark,N. J., weitpcets to 
start operations about January |, 199 
It will specialize in plate glass insy: 











ance, confining its activities to New Jer an 
sey at first. "¢ % 

The promoters of the new: mp 7 A 
are W. R. White & Co., whor kes ter 
a number of fire insurance cOgppanies pie wind 
Newark and are general agep! for the ing | 
Sun Indemnity. The capital ofthe dow: 
ark Casualty will be $100,000: and: alart 
surplus $50,000. D>. TI 








as follows: E. W. West, president 
Stanley, vice-president; H:-*¥ 
son, vice-president; F. M, Smalley, 
president and secretary,  ==*" | 


Messrs. R. S. Buddy, F. E*Bowleee 
P. Crawford and H. W. K ie are 
Messn 


* = 

by the board of directors ao 
“ 

<3 












secretaries of the company, - 
H. W. Cowles and G. S. > 
assistant secretaries. R., 
treasurer, 



































Big OF Little 


E like to execute bonds and policies that carry big 
But we like the little fel- 


W 


F& D service is not measured by the size of its pre- 
miums. The Company is just as mindful of the interests 
of its small agents and their clients, as it is of its larger 
and more impressive representatives and patrons. 


Big or little, a client is a client and an agent an agent, =? = 
so far as the F & D is concerned, and all who do business 
with the Company are entitled to ever 
within its power to bestow. 


FIDELITY anv DEPOSIT ~ 
COMPANY : 


FIDELITY and SURETY BONDS and BURGLARY INSURANCE 









premiums, of course. 
lows just as much. 


of Maryland 
BALTIMORE 


“Specializotian Means Service” 


PRODUCTION DEPARTMENT 


FIDELITY & DEPOSIT COMPANY 
Baltisnore, Md. 


If you are not already adequately re- 
sented in this territory I will be glad to 
have full information regarding an agency 
connection with your Company. 


E. U. 826 


CD onic cscinisksaccinc tcc ie 
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Jewelry Shop Device 
To Prevent Robberies 


IN OPERATION IN LONDON 





Approved by Scotland Yard Authorities 
and Lloyd’s; Invented by M. C. M. 
O’Brien; Invention Described 





A recent invention of a security shut- 
ter which can be placed inside of a 
window may be the means of prevent- 
ing jewelry robberies by smashing win- 
dows which have been increasing at an 
alarming rate in London. 

The invention, which has been placed 
on the market and demonstrated and 
approved by the London police authori- 
ties at Scotland Yard and a Lloyd’s com- 
mittee, consists of a shutter made of 
chain mail, phosphor bronze, or any kind 
of metal. This shutter is held in posi- 
tion by vacuum. Vibration would destroy 
the vacuum, and the shutter would op- 
erate. The shutter may be made to fit 
any window, in whole or part, or merely 
a cabinet in which is displayed previous 
and costly jewels. 

When in position it is folded up like 
a venetian blind, except that every lath 
is hinged. It is entirely invisible, and 
cannot fall unless by a blow on the out- 
side of the window. In a milled nut is 
a glass wafer, which is smashed by 
mere vibration, the shutter drops in a 
fraction of a second, and automatically 
sets a whole set of bells ringing. 

It would be hardly possible for a thief 
to get his hand through the aperture 
before the shutter fell, but if he did his 
wrist would inevitable be severely cut 
and broken. Moreover, his arrest would 
be ensured. Nor would he succeed by 
thrusting in a crowbar near the top, as 
the force and weight of the shutter 
would knock it out of his hand. His suc- 
cess depends on speed, and any effort 
to obtain success would take time and 
involve grave risk of capture. 

The shutter can be fashioned to fit 
curved windows, and it is made in va- 
rious styles. The mechanism is the same 













transmission of force by releasing 
jacuum-——and it is operated only by the 
thief himself. The falling of the shut- 
ter in no wise disturbs or damages the 


ewels, 





BUYS DELAWARE CASUALTY 





] 


ome Friendly of Baltimore Will Retire 
It From Business and Take Over 
Its Policyholders 
The Delaware Casualty of Wilming- 
on, Del, a mutual company, which 
Started in June, 1924, to write life, health 
and casualty insurance on the weekly 
plan, has been purchased by the Home 
tendly of Baltimore. 
By this purchase the Delaware Cas- 
alty will be retired from business and 
's policyholders will be insured under 
€ contracts of the Home Friendly 
Which is a legal reserve company. 
The Home Friendly was organized in 
and writes life, health and acci- 
rent insurance in Pennsylvania and 
Maryland. Its president is B. L. Talley, 
© Teports that the total income of 
lai Company last year was $1,529,098; 
od paid, $646,173; insurance in force, 
p15,655,030 ; policyholders, 184,740, and 
ssets of $1,776,593. 


A $1,250 MISTAKE 

‘oom July 26, 1926, Frank P. Davis, a 
. _ of Denver, took out one ol 
olici enver “Post's” one dollar accident 
. €s in the Federal Life of Chicago. 
a renewal was due July 26, 1927, but 
iv ae taken, On July 28 Mr. Davis 
" ta in an automobile accident 
ce — he remembered his policy. It 
ae ey renewed, but one day 
Prone - died July 30 and the failure 

Hg = his widow $1,250. Because 
Bin Be cost of these policies there 
Page Ice of expiration sent out, the 

>, *PPrisal being the advertisements 

















1c appear in the “Post.” 


SELLS 24 POLICIES IN A DAY 


C. E. Tolman, Continental Casualty 
Agent in Ventura, Cal., Uses Origi- 
nality in Making Sales 





_C. E. Tolman, an agent for the Con- 
tinental Casualty in Ventura, Cal., re- 
cently demonstrated the effectiveness of 
a personal solicitation, backed up by a 
direct mail campaign, when he wrote 
twenty-four policies for the company’s 
motorists’ complete accident contract. 
This record was made on Friday, the 
13th, 

Mr. Tolman’s direct mail drive included 
an initial letter on Monday of the week, 
followed by three successive letters to 
a selective list of one hundred prospects. 
He called on every one of his original 
prospects and secured interviews from 
seventy-eight of them. The remaining 
twenty-two were out of their offices 
when he called. With twenty-four poli- 
cies sold at the end of the day, Mr. 
Tolman averaged at the rate of one sale 
for every three calls. 

To show the originality of Mr. Tol- 
man’s campaign one of his letters is re- 
produced as follows: “As a special re- 
quest I am asking you to take twenty 
cents (two thin dimes) from your pocket 
and place them in the enclosed envelope 


H. A. PATTISON DIES 

The sudden death in London of Har- 
old Aubrey Pattison, a director of the 
brokerage firm of E. Capel-Cure & Co., 
Ltd., has come as a shock to members 
of Lloyd’s. The day prior to his death 
Mr. Pattison attended Lloyd’s as usual, 
and when he left the office of his com- 
pany, he seemed exceptionally well. He 
had been associated with Ernest Capel- 
Cure, the head of the brokerage firm, 
for 35 years, and when this was con- 
verted into a limited liability company in 
1906 he was appointed a director. He 
was generally regarded as an extremely 
able broker, with special knowledge of 
the grain trade, and in recent years he 
had concentrated on reinsurance. He 
was implicitly trusted by underwriters 
at Lloyd’s and of the insurance com- 
panies, while he thoroughly looked after 
the interests of the clients of his firm. 
He was an accomplished musician and 
was the conductor of Lloyd’s Orchestra, 


to which he devoted a great deal of 
time. 








for just 48 hours. You keep the envel- 
ope and the dimes. The reason for this 
= told you on Wednesday of this 
week.” 


UNIQUE SERVICE AGENCY 

The institution of a Service Agency 
to be located in Austin to serve as the 
agent of the Insurers of Automobile 
Hazards of Texas and the point of con- 
tact between them and the State Board 
of Insurance Commissioners was rec- 
ommended at a meeting of the Insur- 
ers of Automobile Hazards in the State 
of Texas, August 1, by a committee and 
passed upon by the group. The sug- 
gested agency was decided upon follow- 
ing a session with the State Insurance 
Commission during which the insurance 
representatives expressed the consensus 
of opinion of their group to be opposed 
to furnishing money for the maintenance 
of any department of the Texas Insur- 
ance Commission on the grounds that 
such action would lead to public criti- 
cism of both the companies and the 
commission, 





Cosby & Maddox of Lynchburg, Va., 
have been appointed general agents for 
the Commercial Casualty in that terri- 
tory. They will report to the home 


office but will be serviced through the 
recently established branch office of the 
company at Richmond which has super- 
vision over Virginia and North Carolina 
and is in charge of William F. Mc- 
Mechen. 















proportions! 








THE BROKERS’ BONDING 
COMPANY 


This is the Company that developed the active interest of 
brokers in the surety bonding business commencing more than 
twenty years ago, and which has resulted in the present substantial 


When the handling of a /arge or small complicated surety prop- 
osition is under consideration, this Company is often looked to for 
leadership, especially where technical surety questions are involved. 
The management of this Company in the last thirty-seven years, has 
had the widest and most varied experience in surety matters. 


There has been a high mortality among surety companies in 
the past. The National Surety Company has not only survived rate 
wars and other critical periods, but has grown and progressed on 
them and in spite of them, because it is built on a solid foundation 
of fair dealing, ability and experience, and has been for many years, 
measured by every standard, the greatest surety company in the 
world—greatest in financial strength and in volume of bonding busi- 
ness and in enterprise! 


We especially solicit your business on MERIT! 


NATIONAL SURETY 
OMPANY 


115 Broadway, New York 


WORLD’S LARGEST SURETY COMPANY 
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FIDELITY AND SURETY 
Questions and Answers 


No. 8 Defaulters Claims 











The following. questions and answers on 
defaulters’ claims were prepared for the 
1926-27 senior surety course of the In- 
surance Society by Matthew CU. Griffin, 


assistant superintendent, claim depart- 
ment, Fidelity & Casualty. 
1. Q. Thirty thousand © dollars in 


bonds are abstracted from an envelope 
in the loan department of a bank. ‘here 
are fifteen employes in this department, 
all of whom have or could have access 
to the securities. You are called on the 
telephone and these facts are reported to 
you. How would you proceed? 

A. First consult fully with the execu- 
tives in charge of the department, pro- 
curing from them all of the facts within 
their knowledge surrounding the loss 
and any suspicions they may have. 
Proceed next to make an examination 
of all the employes in the loan depart- 
ment. 

If you do not obtain a confession dur- 
ing the course of this examination you 
will in all probability unearth some facts 
which wili lead you to suspect some- 
one. Center your attack further on this 
one. You may possibly have to resort 
to shadowing if you are unable to break 
him down. 

2. Q. Your investigation of the above 
case leads you to fix the guilt on two 
employes acting in collusion. One final- 
ly agrees to confess provided he is 
granted immunity. What would you do? 

A. Do not accept the confession as 
tendered. By doing so you will lay your- 
self open to a charge of compounding a 
felony. The thing for you to do is to 
immediately lay all of the facts before 
the district attorney. He has the power 
to bargain with criminals. Explain the 
situation to him and leave it to him to 
say whether or not he will grant immu- 
nity in exchange for a confession. 

3. Q. Your investigation of a loss 
fixes the default on one man, although 
you are unable to obiain a confession 
from him. How would you proceed? 

A. Place the suspect under surveil- 
lance. If nothing is accomplished after 
a reasonable period of time by continued 
surveillance, discontinue for a period and 
again take up your shadowing. In the 
meantime, endeavor to work up your 
case by collateral evidence from books, 
records or memorandums. 

4. Q. A bank with total deposits of 
five hundred thousand dollars, repre- 
sented by five thousand accounts, sus- 
tains a loss of thirty thousand dollars. 
Its capital is one hundred thousand dol- 
lars and its surplus and undivided profits 
twenty-five thousand dollars. The de- 
faulter is located and offers partial resti- 


tution. The bank does not desire to 
prosecute. What would your position 
be? 


A. A hasty decision as to prosecution 
might have the effect of causing a run 
and a subsequent closing of this bank 
You should not lose sight of the fact 
that the surety companies depend for 
their existence upon patronage of the 
public and in dealing with cases of this 
sort the effect on the general public 
should be considered before making 
your decision. 

Therefore, you should investigate very 
carefully the effect that an immediate 
arrest and the consequent publicity at- 
tached to it would have on the bank. 
In the instant case I would hesitate to 
make an arrest. 





e 


5. Q. Define compound felony. 

A. Any agreement made with an em- 
ploye, a part of the consideration for 
which is a promise not to invoke the 
criminal law renders you liable to a 
charge of compounding a felony. 

6. Q. A defaulter placed upon parole 
fails in making his monthly instalment. 
What would you do? 


A. You should report the failure of 
the defaulter to make prompt payment 
of his instalment payments to the pro- 
bation office. You should request the 
probation officer to petition the court to 
revoke his parole and bring him before 
the court for sentence on the original 
charge. 

7. Q. Define malicious prosecution. 


A. Malicious prosecution is an action 
instituted for the recovery of damages 
shown to have resulted from a previous 
criminal proceeding which was com- 
menced or continued without probable 
cause but with malice and: which has 
terminated unsuccessfully. 


8. Q. An employer discovers a short- 
age in his cash. Two men have access 
to the cash. He has knowledge of the 
fact that one has been guilty of petty 
thefts before and is, at the present time, 
living beyond his means. He has noth- 
ing definite against the second man. He 
causes the arrest of both. The magis- 
trate dismisses the case against the sec- 
ond man who, in turn, brings suit against 
his employer for malicious prosecution. 
Will he sustain his action? 

_A. The employe will sustain his ac- 
tion, 


9. Q. What are the two elements 
necessary to a successful malicious prose- 
cution action? 

The two elements necessary to a 
successful malicious prosecution action 
are probable cause and malice. 

10. Q. What elements would you 
consider before agreeing to recommend 
leniency to a defaulter ? 

A. Before recommending clemency 
the circumstances surrounding each case 
should be considered on its own respec- 
tive merits. The character of the de- 
fault, the previous record of the de- 
faulter—who, if any are dependent upon 
him for support—the probable impelling 
cause for the commission of the crime— 
the assistance if any, the defaulter gave 
you in clearing up the default, and resti- 
tution if any, that has been made are 
the essential elements to be considered. 


GLOBE INDEMNITY’S VOLUME 

The Globe Indemnity rolled up a pre- 
mium volume of $12.807,579 for the first 
six months of 1927. Losses paid amount- 
ed to $5,141,241. 








CASH CAPITAL 
$2,500,000.00 
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FIDELITY and SURETY BONDS 


Automobile, Liability, 
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TAXI RATING PLAN DEFERRED 
Beha Won’t Make Tes Months’ Collec- 
tion Ruling Effective Until Jan. 1; 
Confers With Companies 


As anticipated, representatives of mu- 
tual taxi-writing insurance companies 
met with Superintendent of Insurance 


Beha last week to discuss his recent rul- 
ing requiring the companies to collect 
two months’ premiums in advance for 
insurance covering New York City taxi- 
cabs beginning September 1, and one 
month’s premium on or before the first 
of each following month. 

Due to the unanimous view of those 
present that September 1 would. be an 
inopportune time to put such a ruling 
into effect, Mr. Beha agreed to. postpone 
its effective date to January 1. In the 
course of the conference he made known 
the following rulings: 


“(1) The scale of rates previously 
promulgated is to go into effect on Sep- 
tember 1, 1927. (2) No company may 
issue a policy on a car which was in- 
sured during the month of August in an- 
other company except at the customary 
short rates for the balance of the year. 

“(3) On and after October 1, 1927, the 
companies may allow a discount of $2.00 
from the monthly premium instalment 
for all policies written and paid for at 
the one main office of the company. 


“(4) Out of each month’s premium 
the companies are to be allowed a max- 
imum of $10 to cover all expenses of any 
nature whatsoever and the remainder is 
to be placed in the reserve for claims in 
accordance with the ruling pertaining 
thereto at present in effect. This allow- 
ance is to be reduced to $8 wherever the 
$2 discount is allowed. 

“The exceptions to the foregoing rules 
are as follows: The Amalgamated Mu- 
tual is to continue at the rate of $24 per 
cab per month as heretofore. No dis- 
count is to be allowed from this rate. 

“During the month of September the 
Red Cab Mutual Casualty may allow the 
$2 discount at its one main office on all 
renewals and on any policies issued 
where the vehicle was not insured dur- 
ing the month of August.” 





WRITES $3,000,c00 BOND 


William F. Lehnert, Jr., of Lehnert, 
Griffin & Anderson of Baltimore, gen- 
eral agents for the bonding department 
of the Maryland Casualty, has written a 
contractor’s bond for $3,030,000 protect- 
ing the Lord Baltimore Hotel Co., which 
is to erect a new hotel on the site of 
the present Caswell Hotel, Baltimore. 
Mr. Lehnert has been complimented for 
his good work in getting this bond: it is 
considered one of the la-ve-t sinele 
bonds ever written by the Maryland. 





W. E. Small, President 


Georgia 


Atlanta, Ga. 





Surplus and Reserves as to Policy Holders Over $2,500,000. 


Casualty Company 


AN AMERICAN COMPANY 


E. P. Amerine, Vice President 


Liability 

Plate Glass 

Automobile 

Property Damage 
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PROTECTS FRATERNAL FUNDS 
New Policy of U. S. F. & G. Cover 
Money Collected on Meeting Nights 
Until It Is Deposited 
The United States F. & G. is now is. 
suing a special policy for the protection 
of funds which are collected on the 
usual meeting night of building associa. 
tions and fraternal organizations. This 
policy protects money and _ securities 
from the time they are taken in; whik 
they are on the highway in the custody 
of one of the officers; while contained 
within his home overnight, and again on 
the highway the next day when he i 

carrying them to the bank. 

If the money is not kept in the home 
of one of the officers overnight, but is 
placed in a combination locked safe on 
the association’s premises, or is sent 10 
a bank, the policy will cover the funds 
provided they are given into the custoly 
of the bank’s night watchman, or ar for 


__. Gm 








deposited in a safe or vault locked by Un 
combination. Soe 
It is the intention of this policy to 
give absolute protection to money from cor 
the time it is received until it is de the 
posited. upl 
use 
M. A. WALSH WITH F. & D. ue 
Michael A. Walsh, who has _ been 1 
named by the Fidelity & Deposit : 
manager of its fidelity department in the weed 
New York cffice, enters his new pos Im fed 
tion with scme eighteen years’ of expet: per 
ence. His first eonnection was with the B® 4. 
National Surety, where he obtained 4 vid 
substantial working knowledge of the it- ” 
tricacies of fidelity underwriting. the 
He served for eight years, while thert, be 
as manager of each of the divisions “no 
the fidelity department and two yeals per 
as office manager of that department : 
He also passed upon the underwriting 0 Inc 
all bankers and brokers’ blanket bonds nes 
In 1924 he resigned from the National tain 
Surety and joined the Standard Acciden! sus 
as manager of its fidelity department a whi 
the home office. ile left this post this Ry tote 
summer to take up his new work wi 
the Fidelity & Deposit. I 
con 
NATIONAL ON SUBWAY BONDS Bi nic; 


Bonds guaranteeing completion of the 
South Broad street subway in Philade: 
phia by Hyman & Goodman, New Yo! 
contractors, were signed last week by 
Thomas B. Smith & Co., of Philadelphia 
for the National Surety Co. 

One bond is for $4,050,000 to guarat 
tee completion of the work and anothtf 
for a similar amount guarantees pay 
ment of material and labor bills. > 
teen cther surety companies ar¢ reinsut 
ing the National Surety for the bon 

The bonds were filed with the o 
solicitor and will be forwarded to the & 
‘rector of transit, the mayor and 0 
controller. Work is expected to staf 
within a week. 
























2% 7% QUARTERLY DIVIDEND 

The National Surety has declared! 
quarterly dividend of 2!4%, payable ® 
October_1 to stockholders of record # 
September 16. This is the same rate # 
under the lower capitalization 9 
company. 


UNION CITY GENERAL AGENT 

Wilbur V. Keegan has been appoint 
seneral agent by the Continental Cast 
ty at Union City, N. J. He was ip es 
merly an ascent for the Constitution urre 
demnity. 





